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The starring role this year falls to Brogi, who’s well accustomed to expressing the 
e period quality of leadership. For Brogi stands for Brogandi, the fine crushed goatskin 
tanned by John R. Evans and starred by leading manufacturers in their finest shoes. 


JOHN R. EVANS & COMPANY . Camden, New Jersey 
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any successful, and large, producers 
of children’s shoes have found Colonial Natural Sole Splits 
the perfect answer for their sole leather problem. There 
are several different ways to use them. In the shoes illus- 
trated below, stocked by one of the country’s largest manu- 
facturers, Colonial Sole Splits have been laminated, im- 
pregnated with waterproofing, and embossed. Used in this 
manner, Colonial Sule Splits have proved highly satisfac- 
tory. As a matter of fact, tests by impartial authorities 
have proved that Colonial chrome tanned Sole splits 
actually outwear bend sole leather . . . a very important 
factor in children’s footwear. 


COLONIAL TANNING COMPANY 
BOSTON 


SOLE SPLITS | 
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THE BROWNOUT darkens the 
window lights and soft pedals win- 
dow salesmanship. The somber ap- 
pearance of window displays isn’t 
much improved by one 60-watt bulb 
in the store entrance way or the wan 
light of a few candles. We've got to 
face the fact that more light means 
more fuel and the wartime emer- 

indicates a deficit of fuel and 
no light for the Spring months, at 


least. The directive bars outdoor 
advertising display and decorative 
lighting, show window lighting and 
only enough street lighting neces- 
sary for public safety. Neon lights 
are out and store windows generally 
are deep pools of darkness. 

What can be done about it? Not 
very much, other than painting win- . 
dow interiors white, to reflect some 
of the street light and keeping the 
decorations on the light and reflect- 
ing side, with the use of mirrors, 
etc. The brownout therefore _be- 


comes not only a measure of fuel * 
economy but a measure of restraint, 


dimming promotions, window dis-,- 
plays and perhaps desires. 


* 


BRINGING COALS to Newcastle is 
pretty much the experience of Bar- 
ney Drell, expert shoemaker in New 
York, who spent several months in 
California, studying the California 
Process of shoemaking.. He pow re- 
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turns to the center of fine shoemak- 
ing, New York, carrying the belief 
that there is equal opportunity in 
New York for the manufacture of 
California-type slip-lasted footwear. 

Drell has spent a busi- 
ness life in fine shoemaking and 
previous to World War II he did 
-one of the largest export businesses 
to England and France in fine, cus- 
tom made feminine footwear, sell- 
ing at top prices. 

Thus, New York and California 
take mutual pride in making the 
best in footwear. 

* 


SAUL COHN, president of City 
Stores Co., New York, and chair- 
man of the N.R.D.G.A. Postwar 
Planning Committee, says: 


“We must give the public the kind 
of selling which will produce jobs. 
Selling must be made a career. We 
must raise its calibre and make it 
professional. After the war, we will 
lose jobs in manufacturing and 
other activities. We can supplant 
these jobs only through trade and 
services. We must reshape our out- 
look upon selling—sane, informed, 
interesting, magnetizing selling— 
selling which is alert and resource- 
ful. 

“Now. is the time for marketing 
to set its house in order on this 


_ score and; to,lay plans for buying 
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the gumption, the courage and the 
resourcefulness of young men and 
women when available.” 

* 
UNDOUBTEDLY A great number 
of the shoe salesmen now in the 
armed services will return to their 
old trade. With this in mind, Sam- 
uel T. Warshaw, manager of the 
A. S. Beck Shoe Store in Pough- 
keepsie, New York, has devised a 


plan to keep his erstwhile 
abreast of what is going on i 
store—in order that they 
completely in the dark on D (Dis- 
charge) Day. 
Whenever one of his boys is on 
furlough he persuades him to work 
a day or two to keep in shape. 
“Having my soldier-clerks work 
is good for all concerned,” said the 
Beck manager, “the boys can use 
the extra money and we can use 
the additional experienced help.” 
Above all, the plan gives the fellows 
a psychological lift in knowing that 
they will be equipped and welcome 
to step in where they left off. 
Army regulations allow a soldier 
on furlough to. work providing that 
he (1) receive the permission of his 
commanding officer and (2) wear 
his, Army uniform while working. 
The G.L’s enjoy .,waiting on all 
their old cusiomers and reminiscing 
with, ahem. ,,The: customers, sper 
cially the, young ladies, welgome the 
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unique opportunity of being served 
by khaki-clad personnel. All the 
soldiers find that their job is a 
much easier one—figuring that any- 
thing would be, after their rigid 
military training. 

If Mr. Warshaw can’t possibly 
talk his ex-employees into actually 
working on furlough, he insists (in 
a polite manner) that they come 
into the store and browse around 
for a few hours—a very beneficial 
expenditure of time. 

In addition to his campaign to 
have his clerks “work or browse” 
on furlough, the enterprising 
Poughkeepsie manager has another 
way of preparing his crew for the 
post-war period by keeping it shoe- 
minded. He spices most of his let- 
ters to his service men with hap- 
penings in their store and current 
shoe problems. A favorite query 
coming from the boys is: “Did the 
big boss ask for us while he was 
in?” Mr. Warshaw has been very 
successful in his three-point recon- 
version plan. 

“Our fellows on lend-lease to 
Uncle Sam want to feel that they are 
not forgotten,” stated Mr, Warshaw, 
“and in our unit they are not.” He 
said that he can’t wait until his 
boys punch in again in civvies. 


tary of the Research Institute of 
America, New York, says: 

“Even if the war with Germany 
ends before the Spring, and there 
is still reason to hope that this is 
probable, the number of war con- 
tracts that will be cancelled will be 
nowhere near the original estimates. 
The number of war workers who 
will lose their jobs will be nowhere 
near the original expectations. 

“The first six months of 1945 will 
be months such as we have been 
through, only a little stiffer—months 
of top military output, months of 
shortage, of the draft pressure con- 
tinuing, months of local manpower 
shortages. It is in the last half of 
1945 that we begin to enter a period 
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ws JOHN E. HOUX, men’s shoe buyer 
: we take | Downtown store, says: 

“Customers had been around 
town trying to get high grade men’s 
which slows up our and in slippers, only to be told there were 
the end defeats its own purpose. none available and none expected to 
i be in stock for some time to come, 
When they saw Bullock’s had plenty 

thought mig expressed (?+ of good styles and plenty of good 

“Hard times sharpen men's wits. ply 
—There's nothing like a good eco- er us as a slipper headquarters at 
nomic drubbing to bring man at times of the year.” 


down to his sober senses, to 
him in good mental and 


GOODS and services purchased by 
consumers in 1944 were estimated 
rityandhard at a record high mark of ninety- 
seven billion dollars, exceeding by 
6 per cent the 1943 total and repre- 
senting more than half again a 
much as the 1939 dollar volume, 


“Me? | represent the litfle Whizz Shoe Co.” 


America has never yet faced—s 
period of half-war, half-peace. 

“It is in this period that Japan 
holds her trump card. Can America 
turn back to increasing peacetime 
production? Can we prevent the 
accumulation of unemployment as 
war contracts are cancelled? 

“Nineteen-Forty-Five will be the 
year that will most prove in this 
country whether 
people can themselves have the dis 
and their ways, cipline to meet a nation’s needs 
without falling into the pitfalls s 
ticles: mass unemployment or military 
“Prosperity slows up feat.” 
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Half and Half 


WITH nine hundred thousand young and vigorous men 
required for the Armed Forces by July first, Under- 
Secretary of War Patterson said that most of them must 
be taken from essential industry. So no matter what 
happens, and anything is likely to happen in this 
chaotic 1945—the basic problem is “men at work.” 
For without men at work, materials are not fabricated 
and the goods for war and the goods for civilian use 
are not forthcoming. 

Lighter work and particularly work by women 
has got to take the place of man work, more and 
more. For that reason, the change in pattern of 
production almost indicates that footwear as an 
art, is half shoemaking; half dressmaking. 

Fair weather shoes now coming into shoe store 
stocks, for sale in the Spring and Summer, make avail- 
able many non-rationed shoes that are conspicuous be- 
cause of their lack of leather. All sorts of fabrics and 
soling materials have helped to make them into cover- 
ings, to be worn as alternates to leather rationed shoes. 
In many cases they have made a place for themselves 
in the shoe business of the future. 

There are types of shoes now coming into shoe stores 
that will have a permanent place in retail shoe selling. 
We can sense this in women’s, misses and children’s 
shoes—a refreshing diversity of types of footwear ap- 
pealing to the eye and attractive to salesmanship. 

In the men’s side of the store, the progress has been 
at a much slower rate, but the non-rationed phase will 
blossom as long as leather remains in its present state 
of shortage. In fact, there is perhaps the greatest oppor- 
tunity of all in men’s shoes. We had occasion, recently, 
to see a collection of shoes in a friend’s house, of 
Which he was particularly proud. When we said: 


' “Yours is indeed a starved shoe wardrobe,” he was 


quite surprised. And yet, this well-dressed man had no 
ventilated footwear, no casual platform or wedge type 


of footwear—no shoes that had soft uppers and light. 
‘construction. His shoes were the standard shoes and 


slippers that would be in any man’s wardrobe from the 
Gay Nineties to date. Patterns were conventional; ma- 
terials standard and though they were treed and shined 
and kept in spotless condition, they still represented 
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nothing adventurous in footwear. His clothing, on the 
other hand, represented the trend of the times in color, 
cut and type. 

There is no question but that when twelve million 
young men come back from the wars there will be 
great opportunity for an expanding market. The most 
exciting market, of course, is the one that covers girls’ 
footwear, teen-age and up, with children’s types grow- 
ing a little more audacious. 

Maybe all this has been a contribution of the non- 
rationed field of thinking. America always responds to 
the challenge of prohibition by running down the 
avenue of escape. Because shoes were rationed, a new 
field of shoemaking, prohibiting the use of leather, 
came in for much experimental and ingenius use of 
materials, synthetics, plastics, etc. Maybe by this same 
token, shoe stores can better serve the American public 
in the year 1945, when leather becomes the shortest 
material. 


Now, where do we stand in case of a sudden 
turnabout in the European theater of war? It 
will stilPbe half war—half peace. We are still in 
the position of acute manpower shortage. We are 
still in the position of shortage of materials, par- 
ticularly leather, world-wide in character. Most 
every shoe store has been forced, by the Gods of 
War, to become an efficient, profitable business. 
When a shoe merchant tells you that he is starv- 
ing for shoes (and yet his business represents 
three times the volume of 1940) you come to a 
realization that he has been forced to do more 
business on less inventory and that the restraints 
put upon his hunger to buy small lots of this, that 
and everything were not of his own making but 
rather forced upon him by sources of supply that 
could furnish him only a few styles in the right 
selling sizes. This might possibly be termed en- 
forced good business practice. 

But the lesson is there! Why go back to being a 
“twelve-pair-buyer,” when you can be a size-up mer- 
chant whose selections are limited to the rules of good 
business. ' [TURN TO PAGE 107, PLEASE] 
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MAKE THE MOST 


WITH fewer shoes on the merchants’ shelves than in any 
year since the war started, selling shoes is becoming more 
and more a job of public relations . . . of selling more cus- 
tomer satisfaction and good will and fewer shoes. 

It seems to me that if I were selling shoes today I should 
concentrate my efforts on getting better acquainted with my 
customer and understanding her real needs. Wartime 
experience has taught her to accept second or third choice. 
She is more open to suggestion if offered in the right way 


For the girl of twenty and thereabouts. Rationed: 
. White spectator pump from Stetson. Unrationed: 
“Tutu” ballet slipper in pastel colors from Groves. 


For the young woman in her thirties. Rationed: 


White lattice vamp pump on low heel from Laird 
Schober. Unrationed: Two-band black fabric 
stepin wedge, Freedoms by Sandler of Boston. 


WHAT 


and with her best interest at heart. Her best interest—and 
~that of all of :us—right now is tq make the very most of 
the least number of pairs of shoes in our wardrobes. That 
includes the ones-on hand and the ones we are forced 
to buy. 

Take a concrete example. The woman who needs the 
greatest.number of shoes is probably the woman who is 
the most active, the business woman who has to present 
a good appearance all day long five or five and a half days 
a week in the city, and who spends her weekends in the 
country Her minimum requirements are two pairs of 
colored shoes—one of these may be a dark and the other 
a red or green or other bright color. These will take care 
of her town irements, provided both are wearable to 
business but one is pretty enough for after-five wear. 

A pair of white shoes of an all-purpose type and a pair 


of unrationed casuals will take care of her country needs, 


This is a small] wardrobe for her varied activities so each. 
shoe must be chosen with great care. We shall assume, and 
hope, that out of the three rationed shoes mentioned here 
she will have two pairs from previous seasons that are in 
good condition and can carry her through the Summer, 
If this is not the case and she has only one coupon leit, 
then she will have to look around for a pair of unrationed 
street or dress shoes. There are some available and they 
are a vast improvement over similar shoes of past seasons. 
They are pretty, smartly styled and nicely finished. We 
are learning to trust some of the substitute soles and find 
them very satisfactory. 

In the five sets of shoes illustrated here we have sug- 
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For the style-minded older woman. Rationed: 
‘a 4 White platform tie with nailheads from Newton 
pe ee , Elkin. Unrationed: Sabot strap on laminated heel 
opie in allaohite or colors, « Hi-Larks trom Pli-Mode. 


intelligent Economy Is Going to Have to Be 
the Policy of the Shoe Industry this Coming 
Season. Not How Many Shoes Can | Sell 
Her, But What Is the Shoe She Needs Most 


to Carry Her Through the Coming Summer? 
by ELEANOR RUTLEDGE 


gested types of whites and unrationed casuals suitable for 
five.types of women. Any number of variations. can be 
rung on these themes. The point to bring out is that one 
white shoe plus one unrationed—white or colored—plus 
one pair of colored shoes should be erough for a basic 
Summer shoe wardrobe. We have shown certain styles in 
white shoes with the thought of the colored shoe that will 
complete the wardrobe. For instance, the two shoes for 
the girl in her late teens or twenties are the white spec- 
tator pump— it could also be a two-tone—and the fabric 
ballet play shoe. We count on a girl of that age having in 
her closet a pretty, very open pump or sandal in patent 
leather, calf, kidskin or reptile in bright or pastel colors 


‘For the conservative older woman. Rationed: 
White perforated stepin pump from Krippendor}- 
Dittmann. Unrationed: Moccasin vamp three 


eyelet platiorm oxford, « Play Gevs from Swan. 
47 
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dress with jacket, of navy acetate and ie 
rayon edged in white can be worn for . 4 
a Summer dinner dress. Photograph 
D, 
For smart women whoever they are. Rationed: 3 _ 
Sling back, white shoe, tan binding. British Walk- i 
er from J. P. Smith. Unrationed: Sandal ith . . , 
asymmetric toe, California Palmees trom Carolyn. ' 
der Februcry 15, 1945 


UNDER today’s conditions, with shoes rationed down to 
slightly more than one pair a year; replacements on 4 
lowered quota basis, and millions of potential male cus- 
tomers in the armed forces, buyers of men’s shoes have 
no alternative save to strive to do the best possible mer- 
chandising job with the shoes that are available. 

What to do about the sport, leisure, ventilated and other 


Joseph Spurgeon, advertising manager for 
points out to Men’s Shoe Buyer Stanley F. 
Summer shoes in windows, newspapers and in conjunction with the firm’s regular 
newscast and spot announcements. Mr. Smythe sees demand for men's sport types. 


Men Will Still Buy Summer Shoes 


Stanley F. Smythe, men's shoe buyer. for Foreman & 
Clark West Coast Division, tells in this article why 
he decided to promote a good assortment of styles 
and types for 1945 in spite of rationing limits, 


distinctive Summer types, shoes which have accounted for 
the major part of our “plus” Summer shoe business in the 
past, is a question to which we have given close attention 
for the past several months. 

Some of my men’s shoe buyer friends argue that the 
average man will not want to buy a pair of leisure or 
sport time shoes, he'll want just a good pair of regular 


€ 


the West Coast Foreman & Clark stores, 
Smythe his plan for promoting leisure and 
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shoes. Then, as all of us are on a quota basis as far as 
our supplies are concerned, common sense says to forget 
about adding questionable pairs of distinctive Summer 
shoes, and concentrate on the shoes one can buy on the 
staple, sure-to-sell types, with maybe a little sweetening 
with some conservative all-brown sport kinds. 

Granted this reasoning is right for the great majority of 
stores, nevertheless, in our stores, it has been decided to 
play the Summer styles, as nearly as possible, with a 
fairly good assortment of kinds and types. 

Last year the Foreman & Clark stores experienced a 
remarkable sale on whites, two-tone (brown and whites) 
ventilated, especially in those of our stores located in 
Southern California. It is figured out here that the average 
man will want a change this Spring and Summer, so we 
have even bought seasonal Summer shoes for San Fran- 
cisco and Seattle. 

Here on the West Coast, is an influx of people from all 
parts of the country, a migration which will continue to 
flow for many years to come. Experience has shown that 
these newcomers, as well as those who have been with us 
for some time, al] feel that a dressy sport or leisure sport 
shoe does build up their morale. 

Often the men are prodded by their wives to get an- 
other pair of loafer-type or other sport shoes when they 
are buying a pair of regular shoes. Wives will even give 
up one of their own ration stamps so their husbands can 
have their sport shoes. 

Consideration of these facts means that our stores will 
have fairly substantial stocks of Summery shoes. Promo- 

[TURN To Pace 68, PLEASE] 
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guage 


A new customer, attracted by the window of sport 
shoes, selected a pair of brown and whites, made 
a purchase in the sport coat department, and now 
considers allsohites and a smart ventilated type. 


| 
| 
Many a young man gives his ration coupon to his 
wife or sweetheart so that she may buy a pair of | 
— leisure shoes. This one gets a pair of Summer ven- 4s 
tilated footwear and an extra pair for the lady. i 
| = 
4 
A business man like the customer shown here is 
‘ interested, for the most part in the more conserva- 4 
tive models of Summer shoes. Accordingly, Mr. 
Smythe shows him the type of shoe he likes. ; 
__| 
| 


To.pay’s shoe buyer appreciates all the mechanical aids 
he can use in the conduct of his business, leaving him free 
to devote his attention to personal contact with manufac- 
turers and to spending time on the selling floor; never has 
the public needed his expert advice more than now when 
merchandise is scarce and ration coupons priceless. 

This means that the buyer must keep close control of 
whatever goods he has. He must know quick moving num- 
bers and accepted style trends. He cannot afford to make 
mistakes which would create gaps in his stock or pile up 
unsalable merchandise. Today, with people demanding 
quality, forgetful of price, the buyer must keep his ear to 
the ground and his eye on some form of control which can 
show him instantly how shoes are moving from the shelves. 

Strawbridge & Clothier in Philadelphia is a pioneer in 
borrowing a control technique developed for war industries. 
It is known as Produc-Trol, contraction of the words “pro- 
duction” and “control.” 

The budget shoe department of the store was chosen as 
the bellwether to demonstrate the practicability of a visual 
control board in the retail field. War industries use the 
system to control inventory, schedule production and estab- 
lish probable delivery dates. The budget shoe department 
at Strawbridge & Clothier has seven of these boards in 
operation, controlling stock which is divided equally be- 
tween style merchandise and conservative models. One of 
the boards visualizes the store’s stock of play shoes, slippers 
and rainwear. The other boards are used to control the 
balance of the stock. On one is recorded movement of 
shoes in and out of the house. Merchandise on order is. 
also shown graphically. 


The boards measure 3’6” x 8’, are made of black compo- 
sition board, and are ruled vertically and horizontally. Each 
is punched with some 20,000 holes into which pegs of 
colored plastic are fitted. At the left of each board is a 
vertical bank of record cards onto which are posted the 
totals of each day’s sales. This information is necessary 
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_ Strawbridge & Clothier, Philadelphia Department Store, 


“ Adapts a Technique Developed for Use in War Plants to 
Its Stockkeeping Problems in the Budget Shoe Depart- 
ment. Here's How the Device Has Simplified Record-Keep- 
ing and the Control of Shoe Stocks in This Department. 


in order to compile annual sales figures for permanent 
record. 

* The advantages of using a visualizing device are far- 
reaching. Reducing clerical work to a minimum and sup- 
plying the buyer and merchandising manager with instant 
information as often as they wish it, mean one thing. If the 
clerk who handles the records must be replaced, a successor 
will find the work self-explanatory; thus personnel -prob- 
lems are reduced to a minimum. Controlling stock on the 
boards also means that poor-selling items are noted in time 
to take a reasonable markdown before they become obso- 
lete. Fast-selling numbers are noted so that reorders may 
be placed in plenty of time for delivery. 

Strawbridge & Clothier finds the supreme advantage of 
the system in the fact that the merchandise manager no 
longer needs to take the buyer from the floor. All neces- 
sary stock information is posted and the legends are easy 
to understand. 

The stock boards are kept in a separate room adjacent to 
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Main floor shoe department at The Fifth Street Store, Los Angeles. Branded lines are featured in display units. 


Branded Lines Make Friends for Shoe Department 


Based on an interview with James E. 
Harwell, shoe buyer for The Fifth 


Street Store, Los Angeles 


by HARRY R. TERHUNE, 
Field Editor, 


BOOT AND SHOE RECORDER store 
retai 
WHEN the present program of fea- year: 
turing named brands of shoes was Th 
started in 1936, the shoe departments entir 
in The Fifth Street Store were oper- too 
ated entirely on a promotional popu- their 
lar price basis. Price, plus a reason- prop 
able amount of thought given to trati 
value, was the dominant factor in on s 
attracting customers to the shoes on Se 
their 
“Now in merchandising our shoe ‘ char 
departments, our over-all plan has — tribt 
been, and now is, to secure fran- WV H general merchandising meneger. buy 
chises on good nationally advertised owen aE the buyers for the various shoe und slleger who 
brands; in fact, our entire operation departments and the advertising manager. play 
is built around these lines. ; and 
Departmental interest now is in that the unit sales now are really four helped the departments in lining up man 
merchandising shoes to build up a _ times what they were eight years ago. other non-conflicting shoe lines, lines 
medium grade clientele through get- Previously, trade was strictly from which help in rounding out the mer- A 
ting franchises of named brands to a price angle, while today more than _chandising program, to the advantage tute 
round out that program. Mr. Harwell 60 per cent of the store’s customers _ of all concerned. br 
tries to select lines which will fit into are permanent repeaters. “For example,” Mr. Harwell cited, = 
the over-all shopping clientele of the Personal trade was unknown in the “one exceptionally good line which re- ies 
store’s established trade; consequent- past. Now even with the current tails at $6.95 and whose last and pat- indi 
ly, it would not be practical to add turnover problem in sales personnel, tern appeal covers a wide range of ditic 
any of the top price lines. P.T.’s are a decided factor. Repeat styles from the conservative to the dis- nen! 
These added advertised lines have business on one well-known brand is __tinctly fashion types, has proven to be T 
been instrumental in entirely chang- close to 80 per cent, a fact which the very backbone of the entire main vate 
ing the picture of the shoe depart- speaks for the wisdom of tieing in shoe department operation. In fact, we tide 
ments. Obviously, retail sale prices with named brands of long standing. consider this line to be the greatest imp 
are several dollars more per pair, so Carrying good established lines has [rurN To pace 83, PLEASE] s 
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No. Need Shoe Stores 


by EDWIN HAHN 


President, William Hahn & Sons, Washington, D. C. 


Summing Up the Main Points of His Series "Retail- 
_ers, Prepare Now!" Mr. Hahn in Chapter XXII 
Paves the Way for His Final Installment Fore- 


EDWIN HAHN 


casting Probable Retail Changes for the Future. 


BEFORE examining the progress of various types of stores, 
in order to estimate the trends in retailing of the future, 
Jet us briefly summarize some of the major efficiencies that 
we have discussed in the foregoing chapters. 

We have found, in spite of the supposedly increased 
tliciency of mail order houses, department stores, chain 
ores, super-markets and self-service stores, that over-all 
fetail costs have continued to increase over a period of 


years. 

The technique of distribution seems to have become 
entirely too complicated. So many retailers have focused 
loo great a proportion of their attention on increasing 
their volume of sales, often at excessive cost. Too great a 
proportion of their effort has been expended on adminis- 
tative and buying problems, and an insufficient amount 
om selling—their most important function. 

So many manufacturers, wholesalers and retailers plan 
their operation from the point of view of moving the mer- 
thandise they have produced or bought, instead of dis- 
tributing the kind of merchandise their customers want to 
buy and in a manner that they prefer to buy. Retailers 
who are in closest contact with the consuming public will 
play the most important role in attuning manufacturing 
and distributing efforts to any changes in customer de- 
mand after the war. 

Increasing Sales 

A store’s customers are the best judges of what consti- 
tutes an efficient retail operation, and customer acceptance 
is registered by the consistent growth of a business. We 
have found that either a forced increase in sales at an 
excessive rate of expense or the lack of normal growth 
indicates internal inefficiency or unsound external con- 
ditions that make it impossible for a business to perma- 
nently progress. 

The fact that many surveys indicate that most customers 
Tate conscientious service as their most important con- 
sideration in choosing their stores emphasizes the 
importance of sound store policies and efficient salespeople. 

Since customers’ first demand is an ample selection and 
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proper fit, the maintenance of adequate stock is the most 
important merchandise requirement of, a successful store. 
Buying of shoes and other wearing apparel should be 
timed to conform to the present three-season buying habit 
of customers, which reduces the amount of markdowns 
and increases the amount of profitable sales. 


Buying 

We have found that in each retail trade there is a mini- 
mum amount of stock that a store must carry in order to 
properly fit its customers and offer them an adequate selec- 
tion of styles. The inability of a store with abnormally 
low sales to maintain the proper relation of sales to stock 
is the principal reason that the mortality rate of small 
stores has been so great. But many small stores are im- 
proving their position by adopting the efficient practice of 
more successful ones in concentrating their efforts on 
fewer kinds of merchandise, fewer prices, and by buying 
from fewer resources. 

In considering shoe stores and leased shoe departments, 
for instance, in 1939 43 per cent of all chains confined 
their business to exclusively men’s or women’s shoes, many 
at one price, and the average sales per store of all chain 


e shoe stores were $53,629. On the other hand, of indepen- 


dent shoe stores, only 17 per cent specialized and 83 per 
cent of all independent shoe stores were family shoe 
stores selling men’s, women’s and children’s shoes, gen- 
erally at various prices. The average sales per store of 
these family shoe stores were only $18,525. 

During the war stocks of small stores in particular have 
been at an abnormally low level. But the reduction in 
number of styles that retailers have been carrying in stock 
as a result of WPB restrictions and shortages of materials 
has enabled most of these stores to greatly increase the 
amount of their annual sales and profits. It is hoped that 
all retailers will learn this truth that has been demon- 
strated to them through their war experiences—that reduc- 
tion in their number of styles of merchandise enables 
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Concern over Leather Supply 


industry May Be Compelled to Resort to Sub- 


B. stitutes on More Extensive Scale Unless Some 
Favorable Development Like Early End of War 
in Europe Intervenes to Curtail Military Needs. 


APPREHENSION has been growing in all branches of 


the shoe trade in the past fortnight over the increasing . 


gravity of the supply and merchandise problem. Manufac- 
turers and retailers alike have become genuinely concerned 
as to what will take the place of the leather which the 
armed services will require for their greatly increased boot 
and shoe programs, and provide materials for civilian foot- 
wear as the leather supplies which have been available up 
te now progressively decline under pressure of wartime de- 
_ So far no very satisfactory answers have’ been 

The best answer, of course, would be an early end to the 
European phase of the war. If a very difficult and serious 
situation is to be avoided, that would probably be the only 
answer. In the present mood of the country, however, it 
would be highly inadvisable for the industry to rest on its 
oars on the comfortable assumption that the Russians and 
the Yanks on the Western Front will solve everything. As 
this is written the Red armies are making amazing progress 
in their advance on Berlin, but it would still be dangerous 
to assume that a complete early victory is in the offing. It is 
much better for the trade to view its situation at the worst 
and prepare for the future on that basis, still hoping that 
the worst won't happen. 

With some such idea in mind, no doubt, the problem of 
leather supply has been emphasized both by the National 
Shoe Manufacturers Association and the National Shoe Re- 
tailers Association in recent bulletins addressed to their 
members. Both stressed growing requirements of the armed 
services as the primary cause of the acute situation which 
is developing. 

That an expanding Army and Navy, engaged in service 
of the most active and strenuous character, must neces- 
sarily call for more and more leather to provide the neces- 
sary number and kinds of boots, shoes and other footwear 


required for modern war is generally understood. There® 


is another factor, however, not so widely recognized, that 
is believed to have played an important part in bringing 
the situation to its present critical stage. This is the loss 
of vast stores of Army footwear which were taken by the 
Nazis during the recent counter-offensive in Belgium. The 
number of pairs of combat boots and other footwear lost in 
this way has not been revealed, but it is said to have been 
enormous, and in consequence the shoe manufacturing in- 
dustry of the United States is faced with the herculean task 
of supplying, not only the vastly increased military foot- 
wear pairage that had been projected in recent months; but 
of making up the deficit resulting from loss of storés of 
American Army footwear now in possession of the enemy. 

To meet thig situation and the increasingly difficult prob- 
lem of providing minimum civilian shoe requirements, shoe 


manufacturers are being called upon to do certain very 
definite things. Those who can by any possible means pro- 
duce more of the shoes required for the Army will be ex- 
pected to do so, for service shoes will naturally have first 
call on the productive capacity of the industry. Manufac- 
turers who can make children’s shoes, especially in the 
highly critical 844 to 12 run, are being asked to increase 
production of these shoes. Some makers of larger site 
juvenile shoes, especially those in the growing girls classifi- 
cation, have been told they will be expected to produce their 
proportion of the smaller sizes now in critical demand. As 
a matter of fact the pressure of retail demand is already 
compelling them to make more of these shoes. Not having 
equipment necessary to make military footwear, these pro 
ducers are thus obliged to contribute to the critical chil- 
dren’s shoe program. Consideration has been given to dis- 
continuance of some of the smallest infants’ sizes in an ef- 
fort to save leather. In general, shoe manufacturers have 
been advised to devote a larger proportion of their pro 
ductive capacity to non-rationed types of shoes with the 
same end in view. 


BECAUSE of the acute shortage of children’s shoes, the 
Office of Civilian Requirements has for some time been 
making strenuous efforts to effect a substantial increase in 
juvenile shoe production. It is hoped that this can be ac 
complished, or at least approximated, despite the demands 
for more military footwear. In order to make this possible, 
changes will have to be made in the kinds of leather used 
in juvenile shoes. Kipskin, for example, must largely re 
place cattle hide leather in juvenile shoe production. 

The whole broad question of juvenile shoe supply and 
how to meet the existing shortage was discussed at the re 
cent meeting of industry advisory committees with govern- 
ment officials at Washington and subsequently a conference 
was held between government agency heads and children’s 
shoe manufacturers in Philadelphia. As a result of the ad- 
visory committee meetings a Task Force Committee was 


named, with L. V. Hershey, president of the Hagerstown | 


Shoe and Legging Committee, Hagerstown, Md., as chai 
man. This committee will make a careful study of the 
children’s shoe problem and what measures should be taken 
to relieve it. It will report its findings to Lawrence Shep- 
pard, chief of the Shoe and Leather Branch of the War Pro- 
duction Board. Mr. Sheppard is now in France making a 
investigation of military footwear problems on the westem 
front, with special reference to the foot troubles that have 
developed in considerable numbers during the Germad 
counter-offensive which may result in modifications of some 
types of army footwear, including the new army boot. 
(ruRN: To Pace 82, PLEASE) 
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From current statements of Washington planners it appears evident that 
the original post V-E Day plans for the leather and shoe industry have undergone 
substantial revision. The 40 per cent cutback in military demands that. had been 
anticipated will likely be considerably less. Substantial amounts of leather 
and shoemaking materials will also be set aside for the liberated countries. 
This all adds up to a continuation of shoe rationing after the defeat of Germany 
for a longer period than the several months originally planned. 


* * 


Despite the alleged inferiority of American footwear to the Russian 
felt boot official lend-lease figures show that Russia had received 11,000,000 
pairs of new Army boots from the United States up to November 350, 1944. 


* * 


‘ Approximately 17 per cent of the American Army's total footwear pro- 

curement in 1944 was provided through rebuilt shoes, which totaled about 6,000,- 
000 pairs, according to a report just released by the Quartermaster General. 
These shoes were rebuilt in this country and issued only to troops stationed 
here. 


Shoes that were repaired and reissued, as distinguished from those 
completely rebuilt, totaled 18,500,000 pairs. 

It is estimated that the rebuilding and repair operations of the Army 
during 1944 conserved 22,000,000 square feet of military quality upper leather. 

In addition, about 4,000,000 pairs that could not be put into condi- 
tion for Army use were repaired and sent to liberated countries. 


* * 
The number of OPA suspension orders issued against retail stores has 
increased during the past several weeks. Most of these suspensions have been 
issued because of shortages in ration currency. The reason for the increase is 
that OPA district officers are now checking all inventory reports submitted for 
the July 31, 1944, inventory against actual store records. The Bureau of the 
Budget insisted that this be done before granting OPA permission to make the 
check. 


* * 


Included in the trade agreement now being drawn up between the French 
provisional government and the United States are quantities of shoeaaking te 
chinery, as well as leather and other raw materials required for shoe produc— 
tion. 


* * * 


The Navy Department would still like to improve the current varieties 
of non-skid soles. The development of a better non-skid sole was one of 25 in- 
ventive problems which the Navy Department submitted to the National Inventors 
Council. Any individual who has any ideas for a non-skid sole should get in 
touch with the National Inventors Council, Commerce Department, Washington, 25, 
D. 


* 

Brazilians recently have developed leather from a large Amazon River 
fish called peixe—boi, according to reports received by the Department of Com- 
merce. Because the skin possesses a special affinity for coloring matter, the 
leather can be produced in various tints. [TURN TO PAGE 87, PLEASE] 
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BUT SALLY, MY FATHER SELLS SHOES 
AND, HE SAYS 


‘ 


Ricur you are, my girl! With Dealers, who know 
shoes, Edwards have always been favorites. Long term 
favorites, too, for season after season, year after 
year, the Quality, Fit and Service is there. Of course, 
Edwards Dealers are on quotas today, just as every 
other retailer—but, quotas are fair and rigidly adhered 
io and deliveries are made accordingly. 


Edwards post-war program will make these fine shoes 


available in many communities in which they are not 
being sold today. Perhaps your store fits into this 
Edwards picture . . . At any rate, we’re always happy 
to discuss Edwards, the NAME In Fine Children’s Shoes. 


J, EDWARDS & COMPANY 314-322 PHILADELPHIA 7, PENNA. 
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1a Bullocks business. ie 


( MAKING THEM Is ours ) 


alue-wise executives of Bullock's have Just now we at the Stacy-Adams factory 
*% Bh put to work the tradition of down-right are busy meeting our large obliga-» a 
* excellence so long a part of the Stacy- tions to the Navy, and to friends of long J he 
% Adams Shoe. Stores like Bullock's, jealous standing. But we are ready to talk about : and 
i of their own fine reputations, associate the future, when the Stacy-Adams fran- had. 
> their names only. with merchandise that chise will be available again for alert were 

7 they know will build and hold complete shoe merchandisers who believe that leat! 
customer satisfaction. Quite logically, . selling the best:shoes is the best way re 


7 then, the Stacy-Adams Shoe fits into the to build and hold complete. customer le 


Bullock's picture. satisfaction. 
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REPORTS TO THE 


BOSTON STORES FEATURE 
HIGH COLOR 


WITH Spring, at least judging by the 
Semperature, gradually drawing no 


Bearer, Boston retail stores, during the 


Barly part of February went in heavily 
for promotions of high colors of which 
fed easily led all the others in popular- 
ty. Some merchants reported that 
Bewomen cheerfully gave up their No. 3 
soupons for these shoes, apparently 
Sither overlooking the fact that they 
thereby were surrendering the right to 
buy whites later on, or, which is more 
ikely, expecting to borrow their hus- 
Band's coupons for that purpose about 
April 1. 
Chief exponent of color in shoes was 
William Filene’s Sons Company which, 
@ its fifth floor, high-priced shoe de- 
@artment, devoted space to a display 
@Argentine-made shoes in green, red, 
Bive and what can best be described 
m= Persian orange. These were solid 
Solors; but there were, also, multi- 
Solor styles, all with open backs and 
With both open and closed toes. This 
game store, also, was pushing baby 
alligator footwear in a variety of pat- 
terms in red, green, navy, wine and 
brown. 
Red suede sandal types were shown 
in the third floor shoe department of 
the Jordan Marsh store across the 
Greet, but the accent was more on 
Maple tans and navy blues in pump 
types, and black patents. Brown and 
White saddle shoes also were being 
sold, as well as rope-soled beach shoes 
of plaid fabrics in a wide variety of 
color combinations. 
The Sterling store on Temple Place 
had spectator pumps in the place of 
honor — brown and white all-leather 
and brown leather in combination with 
Wheat-colored fabric. Here, too, brown 
aid white saddle patterns were to be 
bad. Pump, oxford and sandal types 
Were displayed in black smooth 
leather, in black suede, in patent and 
in brown smooth leather. 
Backed by a sign reading “Flats are 
Sharp’ Say the ‘Slick Chicks’” the 
Thayer, McNeil Company devoted an 
meatire window to a display of bobby 

Scks shoes with heels from 6/8 to 
eve in height. Many of them had un- 
Morned foreparts save for a gypsy 
seam; others were sandals of various 
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types. Colors were red, black, brown 
and navy blue. 

On Tremont Street, the Walk-Over 
store augmented its display of more 
conservative shoes with sandals of 
green suede and red and blue smooth 
leathers. Pump types, relieved with 
throat ornaments of many kinds, were 
pushed in brown and black smooth 
leathers. 

The Nisely store looked like head- 
quarters for hard-to-get patent leather 
shoes with a wide assortment of 
pumps and sandals in that shiny leath- 
er, with a sprinkling of suede pumps 
in brown and black which are still by 
far the best sellers. 

Novelties noted were reptile print 
pumps in red and green at Coleman’s, 
a women’s apparel shop, and black 
pumps with black throat ornaments 
studded with gold nails; and, at 
Chandler & Company, oxfords with 
cut-out foreparts in black patent. 


"Shining Black Beguties" is the 
Mandel Bros., describe 
bags and shoes of black patent. 


NEW YORK BUSINESS 
SETTLES DOWN 


THE heavy buying of a few weeks 
ago has died down in New York 
stores, partly because consumer fear 
regarding the cancellation of coupons 
has subsided and probably partly be- 
cause the retailers’ very much deplet- 
ed stocks have forced the consumer 
with an average foot size to wait for 
new shoes to come in. These are 
coming in all the time, but not in 
large quantities. For this reason, 
many stores are unable to say at 
the present time whether or not they 
will promote shoes for Easter. “It 
all depends on our having the shoes,” 
they say. Some, however, have taken 
the stand that this is not the year 
for Easter promotions since, at. best, 
they will not have an over-supply of 
shoes. Where promotions are planned, 
colors—navy, red, green; leathers, 
reptiles in particular; and platforms 
end nail trimmings—are special points 
to be covered by some leading stores. 
Shoes with all of these features are 
now in the stores and selling well. 

Looking ahead to the white season, 
opinions vary as to the pairage to 
be carried. Some stores will have 
more than last year, provided they 
receive deliveries; some the same. One 
popular price department will carry 
whites chiefly in unrationed types be- 
cause of the coupon situation as this 
retailer sees it. In the opinion of a 
number of leading retailers, unra- 
tioned shoes should be bought only 
in play types. However, some other 
merchants definitely plan to fill out 
their stocks with unrationed street 
shoes. The whole problem is how 
to do the best possible business with 
what is available. The merchants 
who will continue to buy unrationed 
shoes only in play types admit, in 
some cases, to being afraid of having 


too many unsalable unrationed shoes 


left on their hands if war conditions 
should improve radically. One big 
women’s depqrtment reports a phe- 
nomenal business during December 
and January on unrationed casuals, 
60 per cent of their usual Summer 
business in these types. 

Men’s departments report continued 
good business. All rubber footwear 
has been selling exceptionally well 
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$10.98 
Gleaming, new accessories to winter 
terfly bow of rayon $10.95 
Bleck handbag of plastic petent on twill. it's cum 
: ning, roomy pouch with two amber color rings. One 
of two spring-minded, shining styles at... .$8.59° 
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during the recent weeks of stormy 
weather. High galoshes have been 
popular where available. Slippers 
have continued to sell, one store re- 
porting the continued demand for 
both leather and warm types. Some 
style-minded stores are planning to 
carry two-tone shoes on non-leather 
soles in the pre-war tip and fox pat- 
terns. Saddles also. are in some 
stores. 

The bad weather, coupled with lack 
of proper protective footwear, has 
slowed down business in séme chil- 
dren’s departments. The urgent need 
of rubber footwear, as well as the 
lack of staple types, is noted by mer- 
chants everywhere. Some stores re- 


port some business being done on 
two-tone saddles hut expect much 
more later on. One large children’s 
department expects a bigger business 
in umrationed shoes than last year. 
The buyer considers that these shoes 
are much better than they were a 
year ago. Constructions and soles 
have been very much improved, she 
says. 
eee 


PITTSBURGH LOOKS FOR 
DRESSY VARIETY 


burgh buyers scouring markets and, 
despite the groans and fears of short- 
ages, coming up with some interest- 


meeting particular style de- 
mands, and merchants report satis- 
factory sales records. “The sales 


Color for Spring shoes was 
in this attractive ad by 
Atlanta, Ga. 


Rich's, 


figures are upgraded even over last 
year,” Frank & Seder’s reports. This 
store showed a wide selection in 
patents, calfs and suedes; one par- 
ticular suede model was an extremely 
dressy anklet bracelet, the strap high 
and scalloped, and the heel wide 
open. 

Color, in vivid red and bright green 
especially, will sell fast and easily, 
shoe people say, IF these can be 
stocked. The few numbers available 
are being pounced upon hungrily by 
women shoppers eager for any sign 
of gaiety in the general atmosphere. 
Jonasson’s have a stock of what the 
girls want: a platform, sandalized 
pump with a gold fabric around the 
platform resembling nailhead treat- 


the “dog’s ear” pattern on a sturdy 
rubber-like sole. 

Florsheim’s Fifth Avenue window 
are pictures in gold and red thes 
days; settings in wide, gold-scrolled 
frames feature grained as well a 
smooth leathers in warm tones. 

COLORFUL SHOES LEAD 

ATLANTA OFFERINGS 


CoLor comes in a-dancing to Atlants 
shoe stores and shoe departments as 
Atlantians prepare to usher in a bright 
Spring. Black and brown shoes have 
been stored away for next Fall, and 
bright, high-heeled, bare shoes are in 
the spotlight at present. 

Causing the biggest shoe sensation 
of many a month in Atlanta are 
Thompson, Boland & Lee’s “Chery 
Cokes.” Coming in high and low 
heeled sling-backs and in an attractive 
patent model that can be worn wit 
any Spring shade, they and theif 
matching bags were sold out ten days 
after their arrival. Another top-seller 
has been their red sling-back pump 


with nailhead bow, selling for $15.95. 

For a hint of Spring in February, 
Regenstein’s is presenting a new femi- 
nine dress-up pump. Priced at $16.%, 
it comes in red, green and blue calf, 
with a very high heel. And, according 
to Regenstein’s, their patents in open 
and closed-heel pumps have walked 
away. 

“Wartime America’s favorite—the 
shoe that’s seen us through since "42— 
I. Miller’s “Shank’s Mare” is being 
featured at Davison’s this Spring. 
These flat-heeled shoes of tan and red 
calf and brown alligator lizard were 
introduced to Atlanta some time 4g° 
by Davison’s and are still in great de 
mand. Davison’s has a good supply 
of non-rationed casuals which are 
chalking up big sales. . 


Color flares for Spring at Rich's, 
where miniature lavender and gree® 
xylophones sprinkled with fruits serve 
as counters. A “bare-backed, bold-at 
brass slingback in prancing patent” i 
their feature; high-heeled, open-toed, 
simple or bowed, they are sell-outs 
Other popular shoes are their styles 
in color—in blue, red, and black call. 
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THE customer's plaintive query for 
“something different,” that elusive 
= quality which bedevils merchants 
a even in normal times, today has Pitts- 
a ing, high-styled innovations in their ment. Attractively youthful and de- 
ve footwear displays. signed with an eye for detail, this 
al Several buyers here regretted the number has met with instant popular- 
¥ temporary return of the platform sole ity. One decidedly different looking 
sy and nailhead trim. “It created an item at this quality store is a smooth 
4 appetite which is growing and which fitting, fringe decorated stubby with 
“a we can’t satisfy,” one buyer put it. fringe across the bump toe and fringe 
4 “The feminine shopper is still happy treatment across the counter. It is 
a with the sling pump, the cut-out, high _— stocked in brown, blue and red. 
a heeled, dressy ankle strap, but she The loafer-type still has first place 
uy is Jogking for added variety as the here with the juke box crowd, and p 
a, constant calls for platforms and nail- _its influence is marked in the selec- 
heads make clear.” tions of girls and older women, as ~ 
o: The over-all problem, however, re- noted in the comfortable moccasin 
a mains one of general supply rather vamp in a variety of heel heights seen ly 
especially in Vernor’s windows, and 
¢ featured in all the stores here. A 
2 popular number for the youngsters is 5 
o 


Looks 


= Yes — we're glad to say that the out- who know their customers prefer and 
nw tend look for an increase in the Kangaroo select Kangaroo because of its several 
$16.95, supply is better at the present moment. outstanding features, namely, the fact 
ue calf, While there is not nearly enough that it is 17% stronger. weight for 
oe Kangaroo Leather going through our weight, than any of the leathers used 
valeed tanneries today to fill the orders which in footwear; it is soft which makes for 
shoe manufacturers would like to place, extra comfort qualities . . . andits tight 
te—the signs point to the fact that the situation grained surface when polished dével- 
a may ease in the not too distant future. ops a brilliant, highly glossed and long- 
Spring. This will be good news for merchants lasting finish. 


by the... 

SURPASS LEATHER COMPANY 
RICHARD YOUNG COMPANY 
/N ZIEGEL EISMAN COMPANY 
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RECORDER REPORTS TO THE 


INDUSTRY 


A pleasant surprise to “‘Atlantians 
this season has been the supply of 
navy shoes to be found in most stores. 
Almost non-existent last year, these 
shoes are always in demand, and al- 
most any style will sell. 

* * « 
MINNESOTA STORES PREPARE 
FOR SPRING 

Minneapolis 

SPRING is in the air in Minneapolis 
shoe shop offerings. Maurice L. 
Rothschild found that alligator was 


so much in demand that they stocked 
it well for Spring. Pumps, with high 


heels, in mellow amber browns are 
selling well. The long wearing quality 
of alligator is one of the prime fac- 
tors of the popularity of these shoes. 
Open toe black patent pumps are 
favorites here for dressy wear. 

Boll’s are showing a comfort shoe 
of black gabardine with patent trim 
for those who need arch relief. This 
type of shoe sells best when it is 
dressed up with a bit of decoration 
to take away from its plain appear- 


ance. 

The Leader finds that sandals are 
strong in Spring demands. One of 
soft kid, with graceful spike heel in 
either black or brown is offered. 
Popular feature of this model is a 
platform sole calculated to make the 
foot look smaller. 

Dressy black patents with open 
heel and toe, with pom-pom bow trim 
have sold well at C. M. Stendal. 
Dressy shoes are leading at this store, 


- and high heels are in great demand. 


Variety is the word at John W. 
Thomas & Co. Substantial demand 
is reported for saddle oxfords for the 
out-of-doors person. Color is back in 
favor since it has reappeared on the 
market. Red or blue calfskin sling 
pumps with bow decoration have gone 
well. Very open platform sandals, 


with very high heels and little more 


than straps for the uppers are well 


liked for dress wear. . 


Napier has had a good sale of 


_., walking shoes. High grade shoes in 


5 


calfskin in Town Brown or in Jet 


a cushioned sole, is wanted for com- 
fort as well as beauty, for fit and 
quality material. A lower heeled shoe 
of the same brand with a moccasin- 
effect toe and rolled edge sole had 
good sale for street wear. 

Packard’s report a demand for 
colored shoes. Made up in calfskin, 
sling pumps in green, Victory red and 
brown have sold well. Black and 
brown calfskins in pumps, in sandals 
and in sleek slings have a good staple 
sale. Ebony black is a favorite shade. 

St. Paul 

NEWMAN’s report that variety is 
the big news, with all types of shoes 
selling well. For school wear hand 
sewn campus mocs are still in favor. 
As Spring approaches comfort shoes 
of moderate price are coming into 
demand at this store. Fringed calf 
pumps with bump toe in black and 
brown have gone over well with the 
young group. For dress it’s the 
sandal. Brown patent has been popu- 
lar in this type of shoe, but black is 
still the strongest in patent. 

Field-Schlick reports much interest 
in high grade colored sandals con- 
structed of supple suedes. These were 


GENUINE CALCUTTA 


LIZARD! 


/ 
Lizard, in han and shoes, is 


dbags 
offered by Krupp & Tuffy, Houston, 
‘Tex, in this ad. 


shown in green, dulled peacock, pur. 
ple, spice and fawn, with very high 
heels, and were especially designed 
to foreshorten the foot. 

Rothschild’s have been selling baby 
doll models, sandals and low heeled 
platforms in patent in a low priced 
line. In their higher grade shoes, 
pumps took honors as best sellers for 
Spring. 

Husch Bros. finds that platform 
footwear has not lost its favor in be 
ing off the scene for so long. A rich 
black calfskin with very high heel 
is selling well. Shoes that go well 
with suits are favorites here. Classic 
casuals with low or higher heels 
stepins or in pumps, in black or 
brown are favorites. 

Trim oxfords in sleek tan calf with 
square toe and medium heels are in 
demand at Schuneman’s, Inc. Patent 
and calf to be worn with new Spring 
print dresses were also mentioned as 
popular items. Shoes with the stress 
laid on comfort in high grade mate- 
rials and design sell well at this store, 
while. black and brown oxfords and 
nurse’s shoes enjoy a good sale. 


The Golden Rule has been show- 
ing lizards in pumps and sandals. 
Customers like these shoes, not only 
for their style but also because of 
their wearing qualities. Alligator has 


’ been another favorite here. Brown 


is a leading color. Black patent for 
dress is high in favor. 


* * 


OreEcK’s Shoe Shop report continued 
demand for long wearing genuine rep 
tile in both sandal and sling pump 
styles. A nationally advertised sandal 
in black doeskin made up in multiple 
strap style has been a favorite i 
dress shoes at this store. 

Wahl’s has been featuring roomy- 
toed pumps of fine black or brown 
kid with perforated trim. A Boule- 
vard heel is the popular bright with 
the younger set. 

Albenberg Co., where high style 
shoes of nationally advertised brands 
are carried, is showing brown for 
street wear, with good results. For 
[vuRN To PAGE 97, PLEASE] 
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A rich 

igh heel 

go well 

Classic 

heels in 

slack or 

with 

8 are in 

Patent . 

; Spring The country’s most progressive and wide- 

joned as awake department stores, specialty shops and 

e stress shoe stores look to $6.95 shoes as the back- 

le mate- bone of their women’s shoe departments. To 

a them $6.95 is more than a price tag, it is the 

le. point where many better stores expect their 
greatest volume ... the most profitable point 
in their whole operation. They plan to give 
their $6.95 lines a place of first importance 

L in their post-war merchandising. 

The reason is simple. Long before the 

) show. war these dealers noted a decided trend to- 

Tos ward the $6.95 price bracket. This trend was 

diene growing steadily when, with the introduction 

tor has of shoe rationing, it developed overnight into 

Brown a stampede. The need to get along on fewer 

pat for pair per year has made American women 
more quality conscious than ever before. 
While shortages have kept a great many of 
these women from filling their quality needs, 

tinued quality consciousness is still there... they 

pon have been awakened to the advantages of 

sandal 


rder Rbrwary 15, 1945 


NS 
Why will 6% women’s shoes \\ 
the outstanding post-war 
shoe operation? 


$6.95 value and will avail themselves of it 
at the first opportunity. 


With the removal of wartime short- 
ages and restrictions, this tremendous backlog 
of unsatisfied demand together with the in- 
creased volume already enjoyed promises to 
make $6.95 the most profitable price bracket 
in any good retail shoe operation. 


Queen Quality ranks high among the 
famous $6.95 names that are to reap this post- 
war harvest. Well established, well thought 
of by the trade and consumer alike, and 
backed by the world’s largest shoe manufac- 
turer, Queen Quality is a natural for major 
development by many stores after the war. 


In fairness to our old customers who are 
entitled to 100% of our present production, 
we cannot accept new accounts now. We 
would like very much, however, to talk to 
you about the place of $6.95 Queen Qualitys 
in your post-war merchandise picture. 


shoes... 


QUEEN QUALITY SHOE COMPANY DIV: INTERNATIONAL SHOE COMPANY ° ST. LOUIS 
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THE only glow which shoe men can feel, say the manufac- 
turers, is on looking back to the “good old days” of 1944. 
Recent reports in the market cast an even deeper shadow 
on the picture as stated two weeks ago. That the govern- 
ment is well aware of the shoe man’s problems is evidenced 
by the various steps which are being taken to try and light- 
en them. The two-weeks odd-and-ends ration holiday slated 
for the 19th of this month will clear up many an inventory 
of the retailer but accomplishes nothing for the manufac- 
turer, who must continue to try and fill the quota of his ac- 
counts. 

Since so many pairs were “snatched” from the retailers’ 
shelves a few weeks ago, one hears ever more talk of the 
likelihood of an increase in the output of non-rationed foot- 
wear. However, in this area the outstanding manufacturers 
are quality houses which maintain “there is no substitute 
for leather”—and of course through the years their prod- 
ucts have proved this. Nevertheless the question inevitably 
arises: “What will they use once the bottom of the barrel 
is really scraped?” For there are certain imponderables 
which constantly confront the industry and there is no 
magic wand to dissipate them. These still are: the avail- 
ability of leather hides, the result of military demands upon 
the consumer picture, and the continuing shortage of labor 
(skilled or unskilled). Even if one of these three problems 
should miraculously disappear, the two remaining would 
still be posers. 

There is nothing to make the manufacturer sanguine over 
the hide situation. All agree that 1945 will see consider- 
ably less leather available than the year just finished. And 
now even fabrics are in the critical field. Where formerly 
many a shoe man may have looked down his nose at gabar- 
dig, today he might be quite happy to have it made avail- 
able to him. It is also unquestioned that the military will 
make greater demands than in the past. Every war head- 
line bears witness to this. And since 50 million fewer pairs 
of shoes were produced in 1944 than in 1943 (and 1943 was 
no banner year) it is obvious that the outlook for produc- 
tion in 1945 is slim. W. W. Stephenson is authority for the 
estimate that this year will show 30 million fewer leather 
pairs than were turned out in 1944, If events bear out this 
prophecy it is inevitable that the “slack” will have to be 
taken up largely by non-rationed shoes. 

The lack of materials deos not only apply to outer and 
sole leathers alone, but the shortages extend to linings and 
findings as well. Thus every phase of shoemaking is ham- 
pered by circumstances beyond the power of any man or 


A. SURVEY revealing that labor in the many New England. 


factories making non-rationed shoes is composed largely 
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recently by a group of manufacturers, the War Manpower 


To make’ unrationed shoes or not to make unrationed 


of women and over-age men has served to dissipate fear 
expressed by large buyers that this segment of the shoe 
industry, rated as non-essential by the War Manpower 
Commission, might be more than adversely affected by 
impending work-or-fight legislation or its equivalent in 
some other form. Nevertheless, there will be in the Haver. 
hill district at least, a temporary decrease in production 
of this type of shoe because of an agreement entered into 


Commission and the United Shoe Workers of America 
(CIO). Under the terms of this agreement a limited 
number of women’s stitchers have been loaned to Haverhill 
war industries for a period of 60 days to permit the latter 
to catch up with orders for war material the manufacture 
of which requires the use of sewing machines. 

These non-rationed types continue to keep New England's 
production somewhat above the average for the rest of the 
country. National production fell off 7 per cent in Novem. 
ber as compared with October, whereas New England's 
increased 3 per cent, according to an analysis by the New 
England Shoe and Leather Association of figures of the 
U. S. Bureau of the Census. Total production in New 
England during November was 12,403,773 pairs. The 
largest percentage increase was in Maine—6.5 per cent. 
Massachusetts and New Hampshire increased 3 per cent 
and 2 per cent, respectively. 


shoes? That seems to be one of the questions uppermost 
in the minds of some manufacturers in the New York area. 
It still takes second place to the continuous and pressing 
problem in all factories of turning out merchandise under 
the stress of increasingly tighter materials and manpower 
conditions. 


Manufacturers who are planning to put part of their pro 
duction into unrationed shoes are finding problems here 
also. Fabrics are becoming more and more difficult to ob- 
tain and substitute sole materials are also limited. As 
regards textiles for uppers and linings, the problem is be 
ing studied by Government bureaus and a solution is ¢- 
pected to be reached to make more fabric available for use 
in unrationed shoes. Just how this result will be achieved 
has not been decided upon at the time of writing. 

Although several manufacturers in the New York area 
have definitely decided upon going into the making of ut 
rationed types, many more are not ready to commit them- 
selves to this program as yet. Among the quality manufac 
turers opinion is definitely against it. Some modify their 
first statement, however, by adding, “We shall go into u2 
rationed shoes if the necessity arises.” The general attitude 
among these manufacturers appears to be that they will 
stick to rationed shoes until the last possible moment. As 
long as they can manage\to keep their factories operating, 
they will not resort to making unrationed types. 

[ADDITIONAL MARKET NEWS ON PACE 89] 
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STADIUM. 


Shoe stores and shoe departments have added a 
line of footwear that will ever be salable, wantable 


and profitable — year in and out— because of the | 


pioneering of Consolidated Slipper Corporation. We 
are the originators and sole manufacturers of genuine, 
copyrighted STADIUM and SUN VALLEY Boots. Their 


Name and tame 
PROTECTED FROM PIRATING 


STADIUM 


BOOTS 


"Many merchants will continue to give the joy and plea- 
sure, warmth and protection of STADIUM Boots to their 
customers for years and years to come because the store 


gains in profit and prestige in}the sale of this product.” 


PRESIDENT 


manufacture is based on process patent No. 545949 
and the name STADIUM and SUN VALLEY Boots are 
fully copyrighted and the distinctive trade mark has 
been registered in each individual state, where the 
volume of sales indicates such protection necessary. 


While we are not now able to fill all orders for 
STADIUM Boots, we are enlarging our facilities which 
will, to better advantage, take care of the tremen- 
dously accelerated demand. 


ConsoLipATED S APPER 


February 15, 1945 


otpotalion_ MALONE, NEW YORK 


SUN VALLEY 
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To Resume Goatskin and Sheepskin Imports 


New Prices Authorized in Move to Maintain Balanced Distribution of 
Skins from India, Iraq, Iran and Africa 


WasHINGcTON, D. C.— Importing of 
semi-tanned goatskins and sheepskins 
from India, Iraq and Iran will be re- 
sumed as a result of the new schedule 
of prices authorized February 2 by the 
Office of Price Administration. The 
action is part of a joint program un- 
dertaken by the United States, the 
United Kingdom and Canada, to main- 
tain balanced distribution of the skins 
among these countries by equalizing the 
purchase prices of importers. The 
Union of South Africa will participate 
in the program through the United 
Kingdom. 

The dollar-and-cent maximums estab- 
lished for import sales of each type of 
skin are the same as United Kingdom 
prices converted into United States 
dollars at the rate of $4.025 a pound 
sterling. 

The regulation, effective February 7, 
1945, increases the import prices of 
India-tanned goatskins, and controls 
for the first time import prices of 
India-tanned sheepskins and Iraq and 
Iran-tanned goatskins and sheepskins. 
Prices paid for skins sold after arrival 
in this country are revised to bring 
them in line with the new import ceil- 
ings. 


The skins, which are shipped to this 
country in a semi-tanned state, are 
used principally to make shoe upper 
leathers and shoe lining leathers, gloves 
and women’s handbags. 

The recent action standardizing 
American and British prices precedes 
early. resumption, of import. licensing 
by the War Production Board. Licens- 
ing was stopped last July to effect bal- 
anced distribution between the United 
States,and the United Kingdom. 

Consumers will not pay more for 
goods made of these skins than they 
formerly. paid, OPA said. Prices of 
India-tanned goatskins, the major item 
of import, are increased to British 
levels, but this action is largely offset 
by a stricter system of price control, 
which will help to eliminate upgrading 
and other inflationary practices. Tan- 
ners are required to absorb the in- 
creases for this reason. 


Import prices for India-tanned sheep-_ 


skins and Traq and Iran-tanned goat- 
skins and sheepskins will be reduced, 


*,on...the other. hand, .approximately..15... 
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per cent from levels prevailing while 
prices of these skins were uncontrolled. 
This reduction will compensate tanners 
to some extent for increases in the 
prices of India-tanned goatskins, since 
the various types of skins pass through 
the same trade channels. 

Under the old regulation, price ceil- 
ings were set for domestic sales of 
India, Iraq and Iran-tanned goatskins 
and sheepskins, but only India-tanned 
goatskins were controlled at the im- 
port level. 


Shoe Repair Ceilings 
Authorized 


WaAsHINGTON, D. C. — Regional OPA 
offices have been given authority to 
establish flat dollar-and-cent ceiling 
prices for retail shoe repair services in 
any area within their jurisdiction, the 
Office of Price Administration an- 
nounced on February 6. 

At the same time, several rules have 
been laid down, which automatically 
will become a part of any area pricing 
order issued. 

Most important of these rules is that 
each shop subject to an area pricing 
order must prominently display a post- 
er, to be furnished by OPA, through 
local War Price and ationing Boards, 
showing all the maximum prices estab- 
lished by the area order. Such orders 
will cover the major services supplied 
by the average retail shoe repair shop. 

Another rule requires a shop to give 
sales slips when requested by the cus- 
tomer. However, where premium leath- 
er is used and charged for, the shop 
must either state to the customer the 
permitted additional price for the repair 
with premium leather or furnish a 
sales slip whether or not a request is 
made. 

OPA emphasized that no area is sub- 
ject to a flat pricing order until an 
order is issued by an OPA regional of- 
fice. The recent action, effective Feb- 
ruary 12, 1945, is merely an enabling 
authority, with uniform provisions set 
forth that; will be a part of any order 
issued. 

At present ceiling prices for retail 
shoe repair shops represent a “freeze” 
of the highest March 1942 prices of 
each shop, except that for prices of new. 


rubber heels attached, 
and-cent ceilings apply throughout ¢ 


specific dolla 


nation. The ceilings for attachment dae 


new rubber heels will not be char 
by any Regional Office area order, 


Leather Pricing Simplified 


WasHINcTON, D. C.—Following em 
ferences with representatives of th 
leather industry, the Office of Prie 
Administration on Jan. 31 annountal 
changes in the recently issued leathe 
pricing regulation, designed to mak 
the regulation more workable for pm 
ducers and jobbers. 

The action, effective February 1, 


1945, does not affect the level of pricall 


established under this regulation, OPA 


said. 
The revisions in general simplify sel 
ing procedures for cutters of upper 


leather and specified sole leather cull 


parts; increase the number of pricing 


methods available to these cutters, aim 


well as to jobbers, dealers and whilelam™ 
salers of leather other than shoe repainyaae 
leather; and change the reporting Diy 


visions for dealers in scrap leathe 
and marking requirements for leatha 
sold by the shoe repair trade. 

The amendment also revises the i# 


voice statement required of sellers usiigiias 


the “optional markup” pricing method 
to protect private trade information. 


Must Keep Ration Records 
For Duration or Longer - 


Wasurtncron, D. C.—All shoe deak 
ers are to continue to keep their ration 
records until further notice, the Offic 
of Price Administration announced 
February 7. An additional revision, 
concerning exports to certain foreigt 
points, was included in the shoe ration 
regulations at the same time. 

The action requiring continuous rec 
ords merely extends present provisions. 
The shoe ration order went into effect 
February 7, 19438, and required records 
to be kept for two years. Because com- 
plete records are needed, it is now pre 
vided that they are to be kept available 
at least for the duration of the ration 
order, and longer if that is found neces 
sary. OPA said, however, that dealers 
will not be asked to continue keeping 
records any longer than necessary. 

The export action, taken to conform 
the ration regulations to recent restri¢ 
tions imposed by the Foreign Economié 
Administration, will prohibit shipment 
of shoes on a general export license @ 
certain foreign areas. j 
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Hu-Val plastic soles gained prominence almost overnight, for che 


of ick 
brought with it a brilliant new styling all its own. Hu-Val 
method by rolling the flexible plastic sole upward over ‘a 
A of the midsole and stitching it to the midsole without stitching 

sole surface. The neatly rolled edge takes on the appearance 
— ‘sole for a fashion importance that even threatens to overshadow Sail 7 | 
4 achievements of the unique Hu-Val process, 4 

are making use of new colot combinations, in matching 

ords 4 soles with uppers, just as fast as more ig 
noe deal 


POWERFUL SELLING 
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Composite Design for Coming Shoe Store 


Developed by Floor Covering Manufacturer in Collaboration with 
National Shoe Retailers Association to Improve 
Service and Convenience 


To help shoe merchants with well 
considered: suggestions for shoe store 
modernization, an interesting study has 
been conducted by Armstrong Cork 
Company in collaboration with National 
Shoe Retailers Association, resulting in 
the composite design for a model shoe 
store which is illustrated above. This 
store design appeared in a color page 


store. The large area of clear glass 
extending from floor to ceiling—formed 
by the doors, the large panel above 
them, and the featured display case at 
the side—joins the tall exterior show 
windows to create a long, insweeping 
curve of glass that helps to catch the 
attention of street traffic, 

Immediately upon entering the store, 


Design for “moder” shoe store which the Armstre 
National Shee Retailers Association 


tlon with the 


in Saturday Evening Post of February 
8 and in the February 26 issue of Time. 

To supplement the model plan, Arm- 
strong has prepared for free distribu- 
tion an “ideas” portfolio which explains 
_in detail the improvements incorporated 
in the model and which contains many 
additional suggestions for store im- 
provement. 

The model design is presented, not 


‘las a forecast of a mythical “store of 


the future,” but as a practical goal 
that shoe merchants can start plan- 
ning for right now. Neither is the 


* model intended as a plan to be adopted 


intact, but rather as a flexible com- 
posite from which the individual mer- 
chant can select these ideas which best 
fit his particular operation. As he 
proceeds with his planning he probably 
will modify some of the suggestions 
and doubtless add ideas of his own. 

Many of the improvements shown in 
the model plan and in the portfolio 
may be had right now; others will 
have to await the release of materials. 
But planning can start at once. 

The model shop has been planned 
with a smart-looking, full-view en- 
trance designed to bring trade into the 


the customer’s eye is aeoalt by the 
style selector cases—one for women 
and one for men—which flank the glass 
doors. Each pair of shoes displayed 
in these cases is identified by a num- 
ber, so that the customer can pre-select 
one or more styles to try. This ar- 
rangement helps to eliminate indecision. 

Another time-saving device is the 
suggestion for arrangement of stock, 
with horizontal and vertical rows of 
plastic indicators providing a simple 
means of indexing stock to help sales 
people locate quickly the particular shoe. 

Of prime importance in any retail 
establishment, the floor is especially 
important in a shoe store where atten- 
tion is constantly directed to it. The 
model store includes a striking custom- 
styled floor of linoleum which not only 
helps to set up the whole decorative 
scheme but which goes a long way to 
departmentalize the store. The name 
of the store, a monogram, trade-mark, 
or other distinctive insignia may be in- 
set in a strategic area. In addition to 
its use ds flooring, linoleum also is sug- 
gested as a facing for the tops and 
sides of permanent displays, and as 
covering for counter tops and shelves. 


Men Will Still Buy 
Summer Shoes 
[CONTINUED FROM PAGE 49] 


tion of these shoes will start just aliE 
Easter, so men will recognize Wa 
such shoes may be had. 

These shoes will be “plugged” 
the air in our regular morning 
cast; in our newspaper ads ana 
course in all the windows shommae 
sports clothing, as well as the 5, 
windows featuring shoes exclusively 

It is planned to carry on theg 1 
shoe promotional program again inj 
mddle of May for the Decoration |. 
selling. When this is over, the Summ 
shoes should be about cleaned up, hm 
as warm weather stays with us 
Southern California until Novembay 
is a safe bet there will not be a mm 
of this stock left. z 

Non-rationed shoes of any ch < 
except for the rubber-soled, light-weigliil 
canvas kinds, do not enter into gam 
scheme of operations. 

Last year’s sport shoe merchandigh 
of a fairly comprehensive assortmm 
brought many new customers to # 
stores, customers who never bought @ 
kind of merchandise from us betgmg 
Plenty of good sizes in sport shoes aes 
a handle to other departments, for Rag 
new customers bought sport clothes 
well as findings. 

Practical sport types that are 
and butter in the Southern iforni 
stores the year around will receivegiams 
usual play. Many men wear sho 
ths character the greater part ofa 
year for business wear. 

Right now it is not a case of t 
and selling men’s shoes, it is mores 
a proposition of adapting what is aval 
able so as to obtain the most practi 
results. 

To be specific: Manufacturers 
forced by necessity to use outersolil 
other than leather. These present? 
mark soles have their good points, m 
it is much better business to accep 
these soling materials at their ¢ 
worth, and not in the light of their} 
ing substitute materials. When buye 
and salesmen consider these compos 
tion soles as substitutes they are licks 
from the start. 

Here we feel we have a distinct 
sponsibility to make the best of 
present shoe material situation. 
responsibility consists of detailing com 
position soles onl yon those types which 
will complement the materials used. 

Number two in this program 
through drilling of everyone sellin 
shoes on the floor in the technique of 
immediately calling the customer’s & 
tention to the desirable features of th 
composition sole. Instead of being @ 
the defensive, our salespeople are tél- 
ing of the service which is 
from the soles. 

Quota buying means fewer styles @ 
the shelves, more salable shoes to s#l 
the man who is now to all practical 

[TURN TO PAGE 76, PLEASE) 
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really begins in countries such as India, where skins are treated 
with salt and goat’s blood, dried in the sun, sorted, 
pressed for baling, and taken in bullock carts to the docks. Arriving at the 
tanneries of the ALLIED KID COMPANY, the skins are soaked in 

antiseptic solution, and unhaired by machine. Women workers then trim 
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‘UNCLE SAM’S FIGHTING MEN— 


are well shod 

Our military leaders, appreciating the importance of intelligently 
designed footwear, have endeavored to equip our fighting forces with | * 
the most serviceable types possible. | a 
A Booklet illustrating types of military foot- ‘ 
wear from 1861 to date, sent on request. bu 

UNITED SHOE MACHINERY CORPORATION 
. 140 FEDERAL STREET, BOSTON 10, MASSACHUSETTS AI 

Boot and Shoe Recorder 


| 

| 

‘ 


corder 


Out to do a job... 


the “American way 


man or shock troops — and whatever 
we are doing has a direct bearing on winning the 
war. The more leather we can tan for the armed 


forces; the more effort every American puts into: 


his job whether in factory or on fighting front; 
the quicker we will all return to peacetime 
pursuits. 


~ 


AMERICAN HIDE ano LEATHER COMPANY sosrow 


February 15, 1948. 


e're all in it~farmer or fighter—shoe 
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SHE’S Lookine FOR 
THE PLACE TO BUY— 


about the clever platform- 
type styling of Playful 
Shoes — and the delightful 
foot comfort of their 
scientific lasting. 


Mothers know thet all-leather Playful Shoes give real 
service, too, so they are enthusiastic about them. 

All that's necessary for you to start cashing in on the 
popularity of Playful Shoes is to make them 
available in your community. Write today for details, 


Sizes 814 to 11/2 and 12 to 3; 
S$ and M Widths 


‘ 


Priced to sell 
profitably at 
$4 and $5 


WEBER SHOE CO. « ST. 


Sales Efficiency - - No. 1 Nee 


[CONTINUED FROM PAGE 53] 


retailers to reduce the amount of their stock and incre 
their amount of sales and profits. 


Special Services 
The constantly increasing number of services that ¢ 

tomers demand have greatly increased the costs of retail 
ers; but customers have generally been educated to expeg 
such services by retailers themselves. Sometimes excessig 
retail prices that are attributed to the high cost of servicg 
really cover up inefficiencies in other store expenses. Wha 
stores properly deduct the cost of such services as credy 
and delivery from their basic merchandise cost and chang 
only customers who elect to avail themselves of these sm 
vices, their customers will assist them in eliminating mug 
of their excessive service costs. 


Advertising 


? 


Sound cooperative advertising, financed by all manu 
facturers, wholesalers and retailers, can play a most im 


portant part in increasing our national consumption ami™ 


production. Group advertising and planning by all me j 


chants in an area can help eliminate the peaks and valley 


in sales that so greatly increase retail costs. Cooperate® 


advertising shared by all elements of the shoe trade cm 
increase shoe consumption and counteract the declining 
total dollar amount of shoe sales resulting from increased 
manufacturing efficiency. Shoe stores must greatly im 
prove their fitting and selling technique to counteract the 
trend of an increasing proportion of shoe sales to othe 
retail trades. 

There will be a considerable expansion of mass produé 
tion technique in all manufacturing that will further re 
duce the cost price of merchandise and that will also tend 
to reduce the amount of workers’ hours. Our own factories 
will be in competition with increasingly industrialized 
foreign markets. So retailers must also greatly increas 
their efficiency to reduce retail prices in order that tht 
prevailing level of wages will buy an increased amount of 
goods and services, thus increasing our standard of living 
With lower retail prices, it is imperative that the physical 
amount of merchandise that retailers sell be greatly in- 
creased if we are to increase or even maintain our present 
level of employment. 

Administration 

Administrative functions need to be simplified in many 
large retail organizations. Small retailers cannot survive 
this coming competitive era unless they, too, install ade 
quate but simple merchandise and expense controls. One 
of the greatest needs of small retailers is adequate loans 
at an equitable rate of interest. If banks and manufac 
turers do not assure them such facilities, the Government 
should assist small retailers to obtain adequate loans at 
fair rates of interest, as it has farmers and home ownets, 
and also small business through the R.F.C. 

The present development of simplification of retail credit 
procedure will continue to reduce these costs. Many 
smaller: retailers can increase their sales and profits by 
increasing the amount of their credit business on a sound 


Occupancy 
Occupancy problems must be re-examined by all retail- 


ers in — to present and future migrations of popul& 
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ir present | Liquid or Paste, 
| Large 6 oz. Bottle 5 Cc 
or 4 oz. Tube—Only 


PLOUGH SALES CORPORATION 
Distributors For 


MEMPHIS 1, 


ecorder 15, 1945 


New Sales and Profit 
CERTAINTIES 


For Retail Shoe Stores 
Everywhere 


And here’s why. First, it’s good shoe white...with the kind of goodness 
that only an unstinted amount of white pigment of the very highest qual- 
ity—and the same kind of adhesive—can give to any shoe white, The 
same kind of pigment and adhesive used in the manufacture of white 
shoe leather, is used in making Mufti Shoe White, 


And secondly, Mufti Shoe White is the only nationally sold shoe white 
Fair Traded at Full Advertised Prices. 


So Mufti Shoe White thrills your customers with its dazzling white- 
ness, its thinness and ease of application—its long lasting quality on 
the leather and in the bottle (Economy !)—it is a grand repeater. 


And it pleases the shoe store because the turnover is excellent and the 
profit liberal—with the absolute assurance that there can be no price- 
cutting in any other store (in any Fair Trade State). 


FREE SAMPLE ON REQUEST 


Mufti Shoe White is ideal for whitening all types of white shoes, even 
those that have yellowed—even buckskins. It has a pleaasnt disappear- 
ing odor—is also ideal for whitening belts, bags, purses—for which reason 
it’s a big favorite with women. 


But try Mufti Shoe White—in your store—at home. Give it a test. 
See for yourself why Mufti Shoe White Sales are everywhere on the 
Climb! Mail the Coupon now for your free sample. 


Plough Sales Corporation, go 
Memphis 1, Tenn. 
Gentlemen: 
Please send postpaid this sample bottle of MUFTI 
Shoe White with details of your liberal terms and 
free goods on Minimum DIRECT shipment. 


City | 


ll retail- Py 
ula. 
ae MORE THAN mit PACKAGES OF PLOUGH PRODUCTS SOLD LAST YEAR 


1 Neg q 
= 
and incre — : 
| 
es that ¢ 
ed to expeg 
es excessip # 
t of servicg 
eS as credy | 
and charg ; 
f these sep > 
ating mode 
& 
us : 
Ma 
ns 
ecTie 
oir 
—__ 
t survive 
stall ade- 
ate loans 
manufac- 
vernment 
loans at 
all cred 4 1, 
Many 
rofits by 4 
a sound 
75 


MR. MARION PEAVY, Manager 


~HEALTH SPOT SHOE SHOP 
Street 
_ Chattanooga, Tenn. 


Mr. Peavy has earned his success as a 
Health Spot Shoe Shop operator through 
_proper application of his ability, plus « 
genuine interest in customers. 


The Health Spot Shoe Shop profit-sharing plan offers one of the 
best income opportunities in the retail shoe business. Men who 
have always worked hard but never received much for their efforts, 
are enjoying the best-paying jobs of their shoe-selling careers since 
becoming Health Spot Shoe Shop operators. You have the same 
opportunity to enjoy real success and have an attractive income. 
Your earning power is limited only by your ability. 
MEN WANTED 


Opportunities are always open for men of merit. Send for application blank 
today if this profit-sharing pian appeals to you. 


1240 W. LAWRENCE AVENUE + CHICAGO 40, ILLINOIS 


Make the Most 
Of What There Is 


[CONTINUED FROM PAGE 47] 


for her sophisticated very dressy dates 
when she will wear her prettiest print 
or two-tone costume. 

The same principle was used with all 
the other shoes shown here, to choose 
the shoe to suit the woman and her 
needs. The white shoe for the conserva- 
tive older woman was chosen to be an 
all-purpose shoe. The lattice pump on 
low heel for the smart thirties group 
was also considered an all-purpose 


white shoe on the theory that it could 
be worn from morning to night with 
light Summer costumes of all types, 
especially for out of town wear. 

In selling shoes in relation to cos- 
tumes this year don’t forget that white 
is going to be very important—white 
dressés, white coats, white in combina- 
tion with colors. With this in mind 
remember how very smart a contrast 
color in the shoe can be. Bright colors 
and pastels in everything from fabric 
play shoes to dressy reptile sandals will 
give character to white clothes. The 
shoe color can, of course, be picked up 
in hat or scarf, glove, belt or bag. 


Men Will Still Buy 
Summer Shoes 
[CONTINUED FROM PAGE 68] 


purposes One pair per year 
We have learned during the past cou 
of years that men really buy eam 
when shown what a few seasons bag 
would be considered a scant assortmey 
of styles. This proves that well selechy 
styles have a far wider consumer ™ 
ceptance than many buyers realize, 
Within the past eight months thy 
has been a trend toward wider tom 
with the trade wanting more and mo 
of the wider widths. For years width 
were bought in the AA to D ramp 
Today the widths run from B to 
and from EEE’s in some of the mon 
rugged street shoes. No work shoes @ 
shoes bordering on the work shoe cate 
gory are carried in any of our stores, 
It is an amazing thing to go back® 
the stock and find the widest width 
sold out before the narrower ong 
There are possibly two explanations fr 
this wider width buying. Men are@ 
their feet more and they like the com. 
fort of the wider toes and the wide 
widths. Then there has been a strony 
tendency for many years among & larg 
number of salespeople to fit a man ty 
long and nrrow. 
The wider toe Ists have been pr 
vided in all lines, with the trade taking 
to the masculine looking short foreparts 
and wider ball lasts. 
In some of the Foreman & Clam 
stores (San Diego, Long Beach, Sm 
Francisco and Seattle) there are fir 
rate uniform departments. These ope 
up a fine avenue of approach for th 
shoe department to get first crack at 
the officers, both the newly commit 
sioned men and those who have served 
overseas. A number of the Air Forte 
members have been transferred to other 
theatres of war, say from Alaska & 
the Pacific. This means an entirely dif- 
ferent type of shoe needs. 
This summer the stores will have five 
brown and white styles, as well as one 
all-over white, a perforated, dressy 
white. 
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NOFF SHOE CO., lO! DUANE ST., C. 
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Selected Antiqued 
» Special Moccasin Lest 


PLAY-MOCS 


FOR MEN AND BOYS 
Beat This Value 
Brown Elk Uppers 
Genuine Leather Counter Pocket 


immediate Delivery 
Sead Ration Carreacy with order 
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TURFTAN ANTIQUED 


aTroadeasy Shoe 


by P. MINOR & SON, INC. 
BATAVIA, NEW YORK 


THE OHIC LEATHER COMPANY cinann, ono 


Februcry 15, 1945 
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"ALONG THE 


It’s still rough going, but 
looking back over the 
months, we find we have 
made progress despite many 
handicaps. So, even though 
the present production of 
Bass Outdoor Footwear is 
extremely limited, we are 
moving forward to the day 
when complete victory is 
won. Then we can again 
supply the demand for fam- 
ous Bass Models—including 
Ski Boots, Weejuns, Quail 
Hunters, Rangers, Sporto- 
casins—which dealers fond- 
ly remember as such out- 
standing numbers before 
the war. Toward that day, 
_we stick to the trail and look 
forward! 


G. H. BASS & CO., DEPT. B $ 20, WILTON, MAINE 
NEW YORK SALES OFFICE, 658 MARBRIDGE BUILDING 


Retail Sales, Independent Shoe Store 


December, 1944 
Department of Commerce, Bureau of the Census 
Current Statistical Service 
———Doliar 8a 
Number ~ Per Cent Change 
of 
Firms ‘Dee.,’ Deon, 
Report- D How 
States by Regions ing Deo. "43 194 
TOTAL, 664 +34 +20 86,2116 We 
usetts ....... 86 16 re 
New Jersey os eee cove in th 
Pennsylvania ........ 62 27 +22 Le 
East North Central ... 163 te 18 1,429,5% prob 
Ohio 25 40 13 371,5M 
26 $1 12 210,52 
32 +42 18 imp We 
Michigan 88 38 20 
Wisconsin ....... 26 OF 
West Nerth Central ... 64 +16 am} time. 
36 +i 3 | shoes 
th Dakota ....... .. over 
te 
15 


Mississippi ... 
West Central . 


m Francisco ......... ist 
Seattle, Wash. ......... 7 +27 B 
* In # Less than 0.5 per cent. ¢ Compared wil 
$4,629,509 in December, 1948, and $5,175,971 lovember, 
Cumulative sales for 12 months, 1944, 


Schwartz Named to Head Board 


New Yorx—Benjamin D. Schwartz, of Schwartz 
Benjamin, Inc., was nominated to the post of president @ 
the Shoe Manufacturers’ Board of Trade at a meeting hem 
here recently. He succeeds Morgan Grossman, who headel 
the organization for ten terms. David S. Cohen, of M. Coham 
& Sons, was nominated for vice-president, and Andrew 
Geller, of Andrew Geller Shoe Mfg. Co., was named 0m 
treasurer. No other candidates were nominated for thes 
posts, so their election may be accepted as final. 

Nominees for secretary were: Charles Lilian, Modiste 
Shoes, Inc., and Morris Delman, Delman, Inc. The election 
is scheduled for February 15. 
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Alabama ............ 17 +28 +18 166,068 
|e 
ee ~ New Mexico ......... * 
Washington ......... 24 +88 8 252,518 
Oregon 16 +42 194,567 
California ........... 99 18 1,508,331 
Los Angeles, Cal. ...... 28 +39 +14 211,541 Wat 
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THE DOYLE WAY 
Rebuilt like new { 
factory built for you... 


How to Make Money the DOYLE WAY 


We can show you how to make a profit by 
_ rendering the customer a much-wanted service. 
a You simply suggest that the old shoes be rebuilt 
tiiip-or restyled “at the factory—like brand new.” 
= WE DO THE REST. 


wel You ship us the job and our trained experts 
tii) in the art of shoe rebuilding handle every shoe 
—— problem, to your special order. 


imp We have organized a factory-rebuild service 
oe on a speed up custom job plan—deliveries on 
“imi time. No coupons are required to make new 
tsi} shoes from old. We have maintained a shoe 
4481 rebuilding service for exclusive shoe stores for 
uf over sixty years. Now we make it a national 
service. 

228,01) Write for the Doyle Way. 


the DUYLE Co, 


Office BROADWAY Factory 451 BROADWAY 


NEW YORK 13, Y 


MARBRIDGE BUILDING 


West 34th Street 1328 Broadway 
New York 


BRibruary 15, 1945 


POLES: 


IF you sometimes wonder why KIWI Polishes 
are difficult to blame the 
But don’t blame them— 

! 


For they in their millions —and all their 

myriad allies, the British, Australians, Ca- 

nadians, New Zealanders, Indians, French- 
men, Dutchmen, 


Czechs, all 
are using up all your VI. Because 
is s0 good! 

So remember—when find us temporarily 


out of stock—that 
getting our supplies to keep up that smart 


rade shine an 
ing our best for you. Just keep 
asking for KIWI and when today” 


—why, there'll surely be some tomorrow! 


LYONS & COMPANY 
120 DUANE ST., NEW YORK 7, N. Y. 


U. S. A. Sore DisTrieuToRs To THE TRADE oF 


KIWI 


The ORIGINAL English STAIN Shoe Polish 
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UMPINGUACKS 


gOFT Sines FOR 


A sensational new baby shoe that will make friends for 
you and justify a permanent place in your store. It 
already is featured in leading juvenile stores and depart- 
ments, nationally. JUMPING JACKS are soft and 
flexible and give added support, enabling the child to 
walk quicker and with more confidence. 

. Sizes 2-6, D Width 
Style 101—White Crushed Goat 

At Once Delivery 


wHo visit 


Strategically located right in the heart of the 
business, shopping and entertainment district, 
rooms, each with radio, both or shower. 
and food as faultless as wartime conditions 
permit. Reservations well in advance will enable w 
prepare for you—consequently, to serve you 


4 


Delivery 10 days 


625 South Goodman St. 


Style 202—--Tan—Crushed Goat 
Sizes 644-8 . . . $2.25 per pair 
Order a Sample Pair or Case ts 
‘ _ Send Ration Stamps for Sizes above 4 
S. B. VAISEY SHOE CO. 


Rochester 7, New York 


rf 


Baltimore 


BALTIMORE 3, MARYLAND 


- War Control Idea for Shoe Stocks 


[CONTINUED FROM PAGE 51] 


the buying floor for the convenience 
of the buyers who reads the pegged- 
records often during the day. Thus 
he is.able to spot stock situations which 
need attention. He can often avert 
bottlenecks and speed up late ship- 
ments, 

The boards are set up to show: (a) 
daily sales; (b) stock on hand; (c) 
goods on order. Each shoe style has a 

A pink peg in a date hole means the 
date to which the board is posted. A 
white peg shows sales; red indicates 
stock on hand, and a blue peg shows 
merchandise on order. 

How does this work? 

Take line 33 on the first board, for 
example: The 33 refers to style 33. 
If a white peg is plugged in at hole 
21, it means that 21 pairs of this style 
have been sold this month. A red peg 
in hole 40 means 40 pairs were on hand 
at the beginning of that month. The 

between 21 and 40 or 19 peg 
holes indicates the number of pairs of 
that style in stock today. A blue peg 
in hole 60 means that 60 pairs of this 
style are due this month. 


\s By referring to card number 33 in 
“the rack at the left, it is possible to 


see: that this style came from the X 
Company; the materials they used; the 
color, the company’s stock number and 
Strawbridge & Clothier’s stock number, 
also the retail price. Cards are grouped 
in the rack according to materials and 
color. 

This system is already resulting in 
ease and convenience for those charged 
with conducting the business of the 
budget shoe department. It will be 
even more valuable in normal times 
when buying will be under no controls 
and a merchant may order what and 
when he wishes, place reorders on any 
wanted item and expect goods to come 
through within a given period of time. 

The inventor of the system is a meth- 
ods engineering specialist, whose life- 
work has been the advancement of sys- 
tems for recording data, for simplify- 
ing paper work and for charting pro- 
gress of steps in manufacture. F, Lloyd 
Wassell, of Westport, Conn., has an- 
swered the need of war plant engineers 
who asked for “something on which we 
can project a time schedule of what 
we want to accomplish within: a given 
time and something which will show us 
what we have accomplished at any time 


of the day or week against the schedule 


have. set up.” 


Mr. Wassell’s reply to this was 
invention of the blackboard with 20 
holes. He and his family, working 
home, developed the idea, roughly 
first, with materials which are to 
found in any home. When the ei 
trial board was finished, Mr. W: 
satisfied that it showed what the 
could do, showed it to the Army, 
bought it for Ordnance operations. 

Since then, the home materials 
been replaced by those made speci 
ly for the device. One hundred vi 
were trained to manufacture it. Si 
the first installation, over 4,000 
plants and government agencies 
installed the board. With 95 per 
of its output reserved for war 
cerns, Mr. Wassel]l has had to 
his 5 per cent for civilian use to 
advantage. He has established a 
search department which has 
studying post-war needs (p 
retailing and specialty selling) for 
years and which awaits only the 
ing of peace to swing his plant 
civilian production. 


Opens West Coast Office 

Los ANGELES, CALIF.—The Merctt! 
Footwear of Brooklyn, N. Y., i 
opened a sales room at 908 Haas Builé 
ing with Jack Olstein in charge. 
Olstein covers the Chicago West tert 
tory for Mercury. 
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With the world dominated and controlled by inhuman brutality 
ewer __ of dictators and by the corrupt political authority of other auto- | ¥ 
cratic powers, the mind of man cannot penetrate the veil of mys- 
tery behind which are concealed the uncharted seas of our Eco- 
nomic and Financial Destiny. 


Against these forces of ruthless nature, fools only will gamble with 
long term commitinents—sane mnen-wil for only 


Th of isthe pric ingredient thet 
records a successful achievement. 


t the de 
rmy, 
wide We shall strive earnestly to merit a continuation of your loyalty 
vg and patronage as enjoyed by us during the past fifteen years. 
4,000 
Spal Thanks, so much. 
to Cordially, 
ned 
has 
tor 
lant 
President 
Meco THE WALKER T. DICKERSON COMPANY 
Verified Footwear »> Columbus, Ohio, U.S.A. 


J 
tt 
4 
Hote 
AND “4 
his was 
with 20 
working: 
roughly 
are to 
the eight 
J 
February 15, 1945 > 
Recorder 8 


GIR 


Ls a mark-up 
"ss. Days Dealers 


OF all the many brariches of certainly the 
baby shoe segment is the most favored. In its. parents’ eyes, every 
baby is a king or queen and is deserving of the best shoes that money 
can buy. Baby shoe making, like baby shoe fitting, is a specialized job. 


Recliing this importont fact, thousands of retailers have tumed te 


Mrs. Day's Ideal Baby Shoes, knowing them to be the best shoes with. 
which to do their most important and profitable fitting job . . . and 
American parents have accepted the name Ideal as being the finest in 
infant shoes. This confident acceptance of merchant and-customer alike 
has built America's most staple shoe business. Ye 


Mrs. Day's curtailed wartime production restricts the 
sale of her shoes to established agencies. An un- 
limited supply of Ideal Baby Shoes will be one of the 


blessings Peace will bring. 


& 


mrs. DAY’s IDEAL sasy'sHoe co. 


DANVERS © MASSACHUSETTS 


Growing Concern 
Over Leather Supply 


[CONTINUED FROM PAGE 54] 


With the vastly increased demand fy 
military footwear and with juvenik 
shoes given a priority rating abop 
other civilian shoes, manufacturers anj 
retailers of men’s and women’s civiligy 
shoes are wondering where they wij 
get off, how many shoes they will hk 
allowed to produce and sell and what 
kinds of shoes they will be. The answer 
is that the manufacturers will probably 
be permitted to make as many show 
as they can with the materials and man. 
power they will be.able to obtain. But 
the leather prospects for adult civilian 
shoes are exceedingly dubious, and it 
is because of this that manufacturey 
have been advised by WPB to devote 
as large a proportion of their produ 
tive facilities as possible to non-leathe 
shoes.» In other words, shoes made of 
fabrics and other non-leather materials 
are suggested as the best way out of 
the present exceedingly tight situation, 
Where the fabrics are coming from is 
another question, for no adequate sup- 
plies of satisfactory substitutes have 
been found available, especially for 
men’s. shoes. 

Recent reports emanating from Wash. 
ington indicated the possibility of a 
slight increase in the amount of heavy 
weight sole leather available for men’s 
shoes, due to the fact that the Army 
has agreed to accept a lighter midsole 


that previously used. The supply 


of rubber composition soles is said to 
be adequate and the quality is improv- 
ing. At the moment, the upper outlook 
seems to be causing greater concern, 
especially to men’s shoe manufactur 
ers. \ Unless the situation changes, little 
if any cattle hide upper leather wil 
be available... 

Calf and kip supplies promise 4 
slight increase over last year, Navy 
requirements will absorb some of this 
and additional kipskin willl be required 
to carry out the essential children’s 


_ shoe program, Kid and goatskin sup- 


plies are inadequate to meet the demand 
for these leathers, due to the fact that 
some of the important sources are n0 
longer available and transportation dif- 
ficulties ‘interfere with shipments from 
the markets that are still open. From 
Boston it is reported that the War 
Production Board is to be asked to al- 
locate a larger percentage of the goat- 
skins arriving in the country to the 
shoe industry, which, it is argued, 
serves the essential needs of the civil 
ian population to a greater extent than 
some of the other leather goods indut 
tries. (Resumption of goatskin imports 
from India, Iraq, Iran and Africa, a 
der @ recent government arrangement 
reported elsewhere in this issue, will 
tend to relieve the goatskin situation.) 
The one way out of an extremely 
difficult situation that would solve the 
problems of everybody within a rela 
tively short space of time would & 
[TURN TO PAGE 101, PLEASE) 
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Don’t Sell 
them SHORT. 


Short shoes not only cause 
discomfort . . . they result in 
unnecessary fatigue, and are 
often the cause of permanent 
foot injury. Today, war work- 
ers and other busy, active 
people want shoes that will 
contribute to their efficiency, 
energy and endurance. 

Show them, with your X-Ray, 
why it is so important to buy 
shoes that are long enough. 
Point out how cramped toes 
not only are painful, but 
cause other ills and discom- 
forts which result in fatigue 
and inefficiency on the job. 
Ifyou haven't an X-Ray be 
extra careful about your fit- 
ting . . . because only with 
X-Ray can customers see that 
their shoes (or their child- 
ten’s shoes) are long enough. 


How About A 
New X-Ray? 
You can still get one, 
if you are willing to 
be patient. With con- 
tinued restrictions 
and shortages, the 
best delivery we can 
make is “Early Fall’ 
—if you order NOW. 


SHOE FITTER 


3533 NORTH PALMER STREET 


A 652-4 
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asset to this business of any merchan- 
dising plan the store has adapted. 

“Not only has the line been a consid- 
erable factor in building prestige for 
the department, it has brought into 
the store people who never before 
traded here and who now shop the en- 
tire store.” 

Today’s merchandising plan and that 
of the future is to concentrate on lines 
which already have been established 
here, then to enter into a campaign 
which will tie in with the national ad- 
vertising plans of the supplying fac- 
tories, when merchandise is again rea- 
sonably plentiful. Results of the plan 
to’ tie ‘up with long established adver- 


| tised lines, even in the current trying 


years, have been so satisfactory, it is 
only natural to continue this program 
to its ultimate conclusion. 

“We have been fortunate in having 
excellent resources right now; through 
our concentrated operation, it has 
given us the opportunity of getting 
searce items. This is more of a family 
plan of operation, even though The 
Fifth Street Store is right in the heart 
of town. 

“In the newspaper business its 
‘names make news.’ In our business, 
its ‘branded names make friends.’” 


Retail Shoe Sales Up 


PHILADELPHIA, Pa.—Dollar volume 
of retail shoe sales during November, 
1944, increased 27 per cent over the 
previous month in the Philadelphia 
area, according to recent reports by the 
Federal Reserve Bank of Philadelphia, 
for stores reporting in the Third Fed- 
eral Reserve District. This led all 
other reporting lines. Early Christmas 
buying in the district appeared to ex- 
ceed all previous records, and depart- 
ment store sales expanded 14 per cent 
during November compared with the 
same month a year ago. The value of 
sales by shoe stores also led with an 
increase of 20 per cent in the same 
comparative period, but was unchanged 
for total] volume of the first 11 months 
of 1944 when compared with the same 
11 months of 1943. 

Shoe inventories at retail dropped 2 
per cent during November below the 
previous month and 10 per cent under 
the same month a year ago. 

Dollar volume in sales of boots and 
shoes in the wholesale trade in the dis- 
trict during November were reported 6 
per cent under the previous month, but 
34 per cent over the same month a year 
ago. 

Production of shoes increased 12 per 
cent in the district during November 
compared with the prevous month, and 
was reported 7 per cent above the same 
month a year ago. However, total pro- 
duction during the first 11 months of 
1944 declined 3 per cent under that re- 
ported for the same 11 months of a 
year ago. . 


of Reasons for Building Extra 
Salability into Your Shoes 
with Sponge Rubber Products! 
All of the style with all of the com- 
fort that makes shoes admired, pur- 
chased and enjoyed, are yours when 
you add the benefits of cellular rubber 
in many useful forms. 
Available now afte 
molded non-toxic, stainless 
metatarsal pads, arch in- 
= serts, cookies, biscuits. 
Also sheet sponge rubber 
for insoles, linings, heel 
pads and backing. Popu- 
lar? Some manufacturers 
are ordering half-a-year 


ahead to meet indicated demands! 


Hit of the Ind 

California Play-Type Shoes with a 
sponge rubber platform or insole per- 
fectly bonded with colorful fabric or 
fibre have made 
a tremendous 
hit. This enthu- 
siasm. backs up 
the statement 
that these new 
shoe comfort- 
Style aids are the “find” of the times! 
Send for samples and prices:now. 

You supply the fabric or fibre — standard or 
bright-patterned materials — and we bond them 


to sheet sponge rubber of any thickness or den- 
sity. Continuous sheets or short sections. You 


Products 
Company 


Derby Place 
Shelton, Connecticut 
Plonts in Derby and Shelton, Conn. 
Sales Offices: New York, Chicago, Detroit 
and Washington 


WORLD'S 
LARGEST MANUFACTURER OF — 
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A MILE Away this scene through a periscope would mean nothing to the average person. But to the keen- 
‘eyed skipper of a U. S. submarine, it meant “‘a kill”, for he wasn’t fooled by the camouflage and protective 
background. At close range, it became the target for a torpedo — a Japanese supply ship. 
In a similar manner, trained eyes are used to good advantage in matching E-W soles. 


How Soles Can Vary in Wear-Resistance 
Revealed by Polarized Light 


Soles may look alike but they all 
vary in fibre structure — some,much 
moré thanothers, The first pair of 
photomicrographs illustrate two un- 


matched . soles... Notice the marked 
difference in stress lines. 

Now check the next pair oft 
tures. 


lines match .., the result of E-W 
fibre sorting. Such mating assures 
more even wear-resistance, flexibility, 
and arch support. 

To equip an E-W sorter to tell at a 
glance what only a microscope can 
reveal to untrained eyes takes years 
of training and experience. 


YOUR “PLUS” SALES 
FEATURE 
One extra feature is often enough 
to clinch a sale. With E-W fibre- 
sorted soles you can build loyal 
customers today — more sales to- 


Comson, Peabody, New St. 
Columbus, Milwaukee,Los 
Pranciece, Ashland, Ky.. Newport, 
‘enn., Hazelwood, 
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Shoe Men Forego Easter Promotions 


Miami, — Leading Miami shoe 
are not planning promotions for 
or Easter buying which will 
mphasize any particular type or color 
fabric in shoes. They say the market 
sto uncertain to assure them of mer- 
dandise which may be offered in a 
wammed promotion. Ali agree not to 
meurage unnecessary buying for East- 
for any other season; instead, the 
i for keeping pace with present con- 
ions. as a patriotic gesture is being 


mggested. 

Ome of the largest dealers has found 
imine to cut down materially in his 
mertising, not as an economy measure 
iit in order to avoid over-stimulation 
i buying and to enable the shop to 
te on a steady keel. This means 
here is no overcrowding to buy adver- 
tied shoes, and better service can be 
fered by the limited number of sales- 
maple now operating the business. It 
mans keeping the stocks in better 
wape and offering better service to 


course, a white shoe is the basic 
of every woman in the Miami 
and shops must be prepared to 
the need. Buyers have ordered 
wto 25 per cent more whites for this 
than they did last. Practically 
one has ordered his full quota 
ali his resources and hopes to get 
to 60 per cent of what he 


The past few months have been phe- 
Mmenal in this area so far as the dark 
ee picture is concerned. Even the old- 
M shoe men cannot recall anything 
baching the volume which has 


‘i reached. A contributing factor 


the ability of merchants to offer 
lavy, turftan,. green and red leathers. 
lj and green have always been good 
tm here and many stamps were ex- 
Maiged for one or the other of these 
sbrs. Now the prospect is that there 
Mi be heavy demand for all-white 
ites. It is already apparent in a sub- 
MiMtially increased demand. 

All the better shops are preparing to 

fude more unrationed shoes in Spring 
“d Summer stocks; some say as much 
“5 per cent, while others are ordering 
per cent increase over last season. 


15, 1945 


(mecertainty of Market Given as Reason for Avoiding Stress on Par- 
ticular Styles, Colors, Materials—White Demand to Be Heavy 


Dates to Remember 


‘a. 
May 6, 7, 8, 1945 


These are for the most part in the 
higher price brackets and will be in 
spectator or play types. No street or 
dress types will be offered in large 
numbers; a very few shops may have 
some to show, but the lines will be ex- 
tremely limited. 

This is the season in this area when 
next Summer’s shoes are being pur- 
chased by visitors as well as local resi- 
dents, and will be worn throughout the 
North six months hence. From all re- 
ports it looks like a terrific season for 


white. 


Cambridge Rubber Awarded 
Army-Navy “E” 

Boston, Mass. — The employees, 
Army and Navy officials, and guests of 
the Cambridge Rubber Company, met 
in Symphony Hall, February 6, to ac- 
cept the Army-Navy “E” Award, re- 
cently announced. Governor Maurice J. 
Tobin, of the Commonweath of Massa- 
chusetts, participated in the ceremony, 
over which Colonel John B. Atkinson, 
city manager of Cambridge, presided as 
master of ceremonies. 

The presentation of the “E” flag to 
Cambridge president Warren Mac- 
Pherson, was made by Lieutenant 
Colonel Robert Dillon, of the Phila- 
delphia Quartermaster Depot, and the 
“E” pins were awarded by Lieutenant 
Commander James F. Morgan, U.S.- 
N.R., .Public Relations Officer First 
Naval District, They were accepted by 
Avery Doty, president of the union. 


Miscellaneous Contracts 
Awarded by Army 


‘Boston, Mass. — Miscellaneous foot- 
wear contracts awarded at the Boston 
Quartermaster Depot recently include: 

Hip rubber boots— United States 
Rubber Co., 10,116 pairs; LaCrosse 
Rubber Co., 9,222; Hood Rubber Co., 
6,459; Goodyear Rubber Co., 5,100; 
Servus Rubber Co., 3,117; and Tyer 
Rubber Co., 1,290. 

Women’s 4-buckle arctics — Hood 
Rubber Co., 22,532 pairs. 

Safety sole boat shoes — United 
States Rubber Co., 15,000 pairs. 

Women’s moccasins—Hubbard Shoe 
Co., 40,392 pairs. 

Women’s field shoes—Selby Shoe Co., 
10,000 pairs; E. P. Reed Co., 10,000; 
and The Green Shoe Manufacturing 
Co., 164, 

Arctic overshoes — Goodyear Rubber 
Co., 40,000 pairs; and Goodyear Foot- 
wear Corporation, 2,028. 

Knee rubber boots—Endicott-Johnson 
Corporation, 7,500 pairs; Tyer Rubber 
Co., 5,850; and Cambridge Rubber Co., 
19. 

Fleecé-lined clubmobile boots—Mond]l 
Mfg. Co., 798 pairs. 

Shoe pacs—United States Rubber 


Co., 200 pairs. 
Combat service boots—Field & Flint 
Co., 768 pairs. 
Basketball shoes — Converse Rubber 
Co., 20 pairs. 


High-top blucher boots—J. M. Con- 
nell Shoe Co., 8 pairs. 


Syracuse Meeting Canceled 

RocHESTEeR, N. Y. — Officers of the 
New York State Shoe Retailers’ As- 
sociation canceled the mid-Winter meet-, 
ing which was to have been held at 
Hotel Syracuse, in Syracuse, on Feb- 
ruary 11, because of the difficulties of 
travel which chain snowstorms had 
brought. 

Many shoe retailers had planned to 
attend the meeting, but as conditions 
continued to grow worse, resulting in a 
declaration of a state of emergency is- 
sued by Governor Dewey, and many 
places were closed because of a lack 
of fuel, it was agreed that it would 
be unwise to try to meet. 

Stores in Syracuse were closed for 
a number of days, as they were in 
Schenectady and several] other cities, to 
conserve fuel. Syracuse had its heaviest 
snowfall in 42 years. 


Ty NATIONAL NEWS OF THE TRADE REPORTS SY RECORDER CORRESPONDENTS 

ie | Monthly Shoe Showing, Shoe Trav- 
eer elers’ Association of Chicago, 
February 26, 27, 1945 
men, Plankinton Hotel, Milwau- 
kee, Wis... ... .March 4, 5, 6, 1945 
‘ March 5, 6, 1945 
oo Pennsylvania Shoe Travelers’ Asso- 
aan ciation Show, William Penn 

= | 


Bottom row (left to rightl—James T. Gormley, 


Col. Harold $. Wonson, H. O. 


Rondeau, Louis H. Salvage, George A. Dempsey, Alfred Peter Walker. 
Rear row {lett to right)—Daniel W. Keeler, Ralph L. Alber? Hayes, 
Robert H. Adams, Raymond E. Spelman, Jr., J. Danahy, and 


Boston, Mass.—Henry Omer Ron- 
deau, treasurer of the H. O. Rondeau 
Shoe Company, Farmington, New 
Hampshire, was elected president of 
the New England Shoe and Leather 
Association at the 76th annual meeting 
held at the Copley-Plaza Hotel, here, 
recently. Mr. Rondeau was formerly 
Chief of the War Production Board’s 
Women’s Shoe Unit, and has served as 
a director and vice-president of this 
association. He succeeds Louis H. Salv- 
age, association president during the 
past four years. All other officers 
were re-elected. Association secretary 
Maxwell Field was elected to the newly 
created office of executive vice-presi- 
dent. 

Five new directors were elected to 
‘the board: Carl F. Denner, American 
Hide & Leather Company, Boston; 
Francis C. Donovan, F. C. Donovan 
Leather, Inc., Boston; William FE. 
Doyle, Doyle Shoe Company, Brockton; 
Herman Goldberg, Goldberg Bros., 


Haverhill; A. P. Walker, Holmes, 
Stickney & Walker, Inc., Portland, 
Maine. 


The highlight of the meeting was 
the awarding by ex-president Louis 
H. Salvage of certificates of honor 
to six men in recognition of the 
services they rendered to the industry 


in serving last year in leading war 
agencies. ._They are: Alfred Peter 
Walker, Holmes, Stickney & Walker, 
Inc., Portland, Maine, as Chief, 
Women’s Shoe Unit, War Production 
Board; F. Albert Hayes, American 
Hide & Leather Co., Boston, Massa- 
chusetts, as Chief, Leather Branch, 
War Production Board; Henry M. 
Spelman, Jr., Dewey. & Almy Chemical 
Co., Cambridge, Massachusetts, as 
Head. Leather Products Branch, Office 
of _ Civilian Requirements; ‘Raymond 
E. Drake, Avon Sole Company, Avon, 
Massachusetts, as Consultant on Rub- 
ber Soles and Heels, Office of Rubber 
Director; Daniel W. Keeler, Keeler 
Leather Company, Boston, Massachu- 
setts, as Price Executive, Hides, 
Leather and Fur Branch, Office of 
Price Administration; Ralph L. Pope, 
Northwestern Leather Co., Trust, Bos- 
ton, Massachusetts, as Chief, Leather 
Control Board, War Production Board. 

‘The association’s officers and direc- 
tors for 1945, other than those already 
noted, are as follows: 

Vice-Presidents: J. Franklin McEl- 
wain, J. F. McElwain Company, 
Nashua, N. H.; Robert H. Adams, 
Charles Cushman Company, Auburn, 
Me.; and Daniel J. Danahy, H. H. 
Brown Shoe Co., Inc., Worcester, Mass. 


Treasurer: James T. Gormley, Day. 
Gormley Leather Company, Boston, 

Directors: J. Edson Andrews, Gah 
Shoe Mfg. Co., North Adams, Mag. 
A. W. Berkowitz, Bourque Shoe Con. 
pany, Raymond, N. H.; Mark A, B& 
son, International Fabric Corp., By 
ton; Kolman Fleisher, Fleisher Shy» 
Company, Manchester, N. H.; John 
Frye, John A. Frye Shoe Compaiy, 
Marlboro, Mass.; Stanley Heald, Tip 
Stetson Shoe Co., Inc., South We. 
mouth, Mass.; William F. Hickey, Jom 
R. Evans & Co., Inc., Boston, Mass: 
T. Kenyon Holly, Holly Shoe Company, 
Littleton, N. H.; Joseph W. Holme 
United Last Co., Boston, Mass.; Philip 
W. Lown, Lown Shoes, Inc., Aubum, 
Me.; Paul O. MacBride, Milford She 
Company, Milford, Mass.; J. E. Rings, 
Geo. F. Carleton & Co., Inc., Haverhill; 
Archibald A. Rogers, Proctor-Elliso 
Company, Boston; Frank S. Shapiro, 
Consolidated National Shoe Corp., Bos 
ton; William M. Slattery, Slattery 
Bros., Inc., Salem, Mass.; Samuel L 
Siosberg, The Green Shoe Manufactur 
ing Co., Boston; H. C. Stillman, H. ¢ 
Stillman Shoe Co., Lawrence, Mass; 
Benjamin Stone, Stone-Tarlow Co., Inc, 
Brockton, Mass.; Eugene L. Wyman, 
United States Leather Co., Boston, 


Mass, 

Past Presidents and ex-Officio Direc. 
tors: George A. Dempsey, Farmington 
Shoe Mfg. Co., Dover, N. H.; Louis H. 
Salvage, Louis H. Salvage Shoe Com 
pany, Manchester, N, H.; Harold § 
Wonson, Commonwealth Shoe & Leath- 
er Co., Whitman, Mass. 

This photograph of the head table at 
New England Shoe and Leather Asse 
ciation’s 76th annual meeting, held at 
Copley-Plaza Hotel, Boston, recently, 
includes association officers and mem 
bers awarded Certificates of Honor for 
their services in War agencies. 


Reported Missing in Belgium 

MILWAUKEE, Wis.— Cpl. Jean M 
Trebbe, formerly employed at Simplex 
Shoe Mfg. Co., here, before entering 
service, is reported missing in tank de 
stroyer action in Belgium since Christ 
mas day. Cpl. Trebbe entered the ser 
vice in 1942. 


Announce Name Change 
And Ad Plans. 


Los ANGELES, CALIF.—Werner J. II- 
ling, president of The California Leis- 
ure Shoe Company, has announced a 
change of firm name and a new pro- 
gram of advertising. Formerly known 
as “California Dramatics,” the new 
trade name will be “Illing of Cali- 
fornia.” The Evers Whyte Advertis- 
ing Agency has been selected by Mr. 
Illing to carry out his plans for an ex- 
tensive program in leading national 
style magazines, including regular ap- 
pearance in Seventeen, beginning with 
a full color advertisement in its April 
issue. 


Red Goose Sponsors 
Television Broadcast 


Sr. Lovis.—The Red Goose Division 
of International Shoe Company will 
‘present the first television program to 
be broadcast by a children’s shoe manu- 
facturer over DuMont Station WABD, 
on Sunday, February 18, at 8:30 P. M. 

The story will be the history of the 
Barnum & Bailey circus in miniature. 
It is the sort of program that appeals 
to both adults and children and will 
give an excellent idea of what television 
can do after the war. 

This broadcast is an indication of 
the important postwar role. of tele- 
vision. 


Marshall Field Makes 
Personnel Changes 


Cuicaco, Int. — A number of per 
sonnel shifts have been made in the 
shoe departments at Marshall Field 
& Co. Robert A. Netzel, who was for 
merly assistant to J. C. Campbell i 
the Young Méderns section, is now a 
sistant to C. E. Pringle in the Fashion 


Arch department. The assistant’s posi- 
tion in Young Moderns is now held by 
Vernon Singer, for some time assistant 
in the Aristo division. 

In the Aristo department, headed by 
B. C. Kirschner, the new assistant 
A. Lanek, formerly in the Young Mod 
erns section. 
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Two Novel Window 
Promotions 


tuskin" window featured by Sommer & 


Robin Hood is a 


dressed in yellow jerkin, 


posts, with pheasast feathers In hic het. 


SAN FRANCISCO, CALIF.— Sommer & 
Kaufmann, here, recently featured two 
Window promotions of novel footwear 
Which created considerable attention 
and brought customers into the store 
for a sell-out. One was a “buskin” 
window, featuring soft sueded bootees 
ii gay color combinations. The other 
was an all-plastic window used to fea- 
ture “Jeweltone” shoes—plastic soles 
md heels tied on the foot by means 
d colorful ribbons. 

The “buskin” window featured a bur- 
legued figure of Robin Hood in a 
Sherwood Forest setting. The “Jewel- 
tne” window centered around coils of 
dear bright colored plastic and hand- 
psd flower sprays of cloth in brilliant 


rs. 
Bales in the department on these 
thoes were practically 100 per cent. 


Washington News Reel 
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Greater quantities of German leather 
lave been offered to the Swiss trade 
tincee Germany’s loss of the Balkan and 
Turkish markets, according to reports 
Meeived through diplomatic channels. It 
ii. reported that during the past year 
Germany has taken advantage of 
Switzerland’s dependence upon it a 
Practically all leather imports by de- 
Manding excessively high prices. In an 
tempt to reduce the valuation, 
Switzerland has placed an embargo on 
the importation of all leather above a 
@rtain fixed price. 


During the first 10 months of 1944, 
Canadian footwear production totaled 
99,527,000 pairs, compared with 28,535,- 
00 pairs in the corresponding period of 
143, according to official figures. of 
fie total output, 7,695,000 pairs were 
for men; 13,354,000 for women; 1,997,- 
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Women Who Wear Bellaire Shoes 
Are Memory Experts... 


They never fo the comfort, the attrac- 
tive styling, che sosbioning support combined 
in Bellaire shoes. Bellaire construction is 
not a trick afterthought to stimulate buying; 
it’s honest value, ye makes women buy— 


* * 


and buy again. 


The illustration 
graphically de- 
scribes Bellaires 
REPEAT SALES 


‘BELLAIRE SHOE. COMPAN 


“PORTLAND, MAINE 
DIVISION OF HOLMES STICKNEY, WALKER, a: 


000 for youths and boys; 4,368,000 for 
misses and children; and 2,113,000 for 
infants. 


Deliveries Difficult 
Problem for Bermuda Stores 


New Yorx—H. Stewart Atwood, who 
is completing his twenty-fifth year as 
shoe buyer for the firm of H. A. & E. 
Smith, of Hamilton, Bermuda, has been 
in New York and Boston placing orders 
for shoes with manufacturers and their 
sales representatives. 


In Bermuda, as elsewhere, retailers 


have been seriously handicapped by the 
merchandise situation Mr. Atwood told 
Boot AND SHor ReEcorpDER, and the 
problem of deliveries is very difficult. 
Shipping conditions have aggravated 
the problem of the slow-down in pro- 
duction, and there was a time about a 
month ago, when Mr. Atwood had only 
four pairs of children’s shoes in his 
department. There as here, juvenile 
footwear is the most critical line of 
merchandise for shoe stores. At times a 
month passes without a delivery of 
freight by ship from America, and air- 
plane transportation is the only avail- 
able means of passenger travel. 
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The name Heywood signifies a shoe made to superb stand- 
ards of craftsmanship. Here are four outstanding ex- 
amples of distinguished American stores offering Heywood 
Shoes as their standard of footwear quality—Abercrombie 
& Fitch, Thayer McNeil, Kleinhans, Armishaw’s. Their 
expert knowledge of fine shoes is your assurance of lasting 


pleasure in Heywood quality. 


THE HEYWOOD SHOE 
Made by the House of Heywood in Worcester, Mass., since 1864 
Makers of the Famous Matrix Shoes for Men 


You want to sell more than a pair of 

+ + « you want to sell customers 

who will keep buying shoes from you— 

mothers who will return again and 
in! Play -Poise Shoes with Magic 

Fit are built to help you wil ' 

healthy happy feet. { 


Te Ving. Suse Conant Soe 


FREDERICKSBURG, 


FUTURE FRANCHISES ONLY 
AVAILABLE IN CERTAIN CITIES 


Announce New Buying 
Schedules 


New Yorx.—Macy’s New York and 
Bamberger’s and Macy Associates Buy- 
ing Office announce new, concurrent 
sample-room buying schedules at 45 
West 34th Street for men’s shoes and 
slippers, children’s shoes and slippers, 
and women’s slippers and play shees, 
in order to make it possible for sup- 
pliers to show their merchandise jointly 
or separately, as they may desire, to 
the buyers of representatives of all the 
R. H. Macy & Co., Inc., stores at one 
time. It is believed that this new pro- 
cedure will be an added convenience 
and means of time saving for many 
suppliers. It is emphasized, however, 
that joint or separate showing of mer- 
chandise is entirely optional with each 
supplier. The stores also wish to em- 


phasize the fact that the new sched-— 


ules in no way alter the R. H. Macy & 
Co., Inc., store’s policy of making spe- 
cial appointments by telephones with 
suppliers who request them. 

All Macy, Bamberger, and MABO 
buyers who normally hold sample room 
in their own stores, in their own offices, 
will continue to do so at their regular 
hours and days of the week. 


Named CRA Sales 
Representative 


New Yorx—Clyde M. Peters has 
been appointed exclusive sales repre- 
sentative for the CRA Automatic Cloth 


CLYDE M. PETERS 


Spreaders in Kentucky, Tennessee, West 
Virginia, Ohio, Western Pennsylvania 
and Eastern Indiana, it has been an- 
nounced by H. Walter Gilbert, presi- 
dent of Cutting Room Appliances Corp. 
Mr, Peters is well known in the South 


in the garment manufacturing and gar- 
ment machinery fields. He has been 
associated with the sale of the CRA 
Automatic Spreader and other Cutting 
Room Appliances Corp. machines for 
a number of years. 

With this background, he is familiar 
with cutting-room problems, and the 
needs of manufac in the field of 
improved efficiency and reduced unit 
costs through use of modern mass pro- 
duction machinery. 

A member of an old Border States 
family, Mr. Peters is a native of Fort 
Jay, West Virginia. He was a teacher 
in the public schools of his native state 
for years, and gave up his career as an 
educator to become Superintendent of 
the Huntington Underwear Company 
plant in Huntington, West Virginia. In 
1934, Mr. Peters moved to Cleveland, 
Ohio, where he was associated with the 
firm of S. L. Hirsch, former C. A. rep- 
resentative. 


Pape Forms Own Firm 


New York—James C. Pape, formerly 
with Ropeez, Inc., here, has opened his 
own firm, to be known as James C, 
Pape & Son. The company will manv- 
facture play shoes for women and grow- 
ing girls. The factory is out of town, 
but offices of the firm will be located in 
the Empire State Building, here. 

Mr. Pape, well known as a style man 
and shoe manufacturer, will su 


styling and merchandising. 
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Sales Efficiency -- No. 1 Need 


[CONTINUED FROM PAGE 74] 


tion and changes in shopping habits of customers. Retail 
locations will follow the trends of population which, over 
g period of years, have indicated a migratién from rural 
communities to medium sized towns and from large cities 
tp suburban areas. The coming improvements in trans- 
portation facilities will undoubtedly accelerate a similar 
migration of retail trade. 


Selling 

The greatest need in retailing is increased selling effi- 
tency. Except in certain standard types of merchandise, 
the mass production technique of manufacturing will never 
be successful in most retailing, in which conscientious 
personal service is such an important consideration of 
customers. So successful stores of the future will be those 
that attract the most intelligent selling personnel with 
adequate compensation and ample opportunities for ad- 
yancement. Besides, there must be established in the 
retail field much more adequate personnel training pro- 
gams. Selling efficiency is increased by simplification of 
sales people’s duties and by maintenance of more com- 
plete assortments of sizes and styles. 

The constant contact of owners of small stores with 
their customers and salespeople has given them an advan- 
tage over many large retail organizations in the past. But 
with the increasing attention of chain organizations and 
large individual stores to personnel training, smal] stores 
must greatly improve their own selling service in the future. 


Manufacturing and Markets 


ANOTHER factor — chain snowstorms — has been tem- 
porarily proving as potent in affecting production, dis- 
tibution and sale of shoes in this area as some of the 
emergencies created by war. 

Early December marked the beginning of a series of 
mowstorms, in which Buffalo, Syracuse and contiguous 
territory shared about equally, bringing a long succession 
of traffic difficulties such as none of them had known for 
many, many years. 

Their first effect was to prevent many shoe factory em- 
ployees from reaching their jobs and customers from get- 
ting to shoe stores. The troubles of the former multiplied 
ts buses broke down under unusual travel conditions, and 
neither enough mechanics to repair them nor drivers to 
take them on their way when repaired were available. 

Hundreds of freight cars were tied up in railroad yards 
for weeks. Shoe factories throughout upstate New York 
were unable to get materials on time for making shoes. 
Many which were finished were delayed in shipment. 

Meanwhile orders for shoes—such old accounts as could 
be accepted—have been accumulating. All agree that bad 
weather and traffic conditions put them so far behind in 
their work that none can guess when they will catch up. 

They continue short of materials and of help, with new 
iieursions of the draft and increased orders of footwear 
for members of the armed forces signs of times on which 
to base guesses about probable production for the future. 

Fearful that some of the shoe stamps were going to be 
itvalidated, customers have been going to the shoe stores 
it numbers which did not decrease suddenly when assur- 
Mice was given that no such action is contemplated. 
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ESQUIRE BOOT POLISH 


4 EXCLUSIVE SALES. Esquire Boot Polish 

is sold only by the shoe trade. Customers 
who want this custom-stain polish must buy 
through you! 


EXCLUSIVE PROFITS. Enjoy a good 

margin of profit on every package of 
Esquire Boot Polish you sell! Enjoy greater 
repeat business, too—through satisfied 
customers! 


2 EXCLUSIVE PRODUCT. No wonder 

your customers come back again and 
again for Esquire Boot Polish. It not only 
gives a longer-lasting shine—it actually helps 
shoes last longer! Made with finest imported 
waxes and oils—and blended with lanolin, 
nature’s own leather preservative—Esquire 
Boot Polish helps keep leather soft and 
supple . . . prevents drying and cracking. 


KNOMARK MANUFACTURING CO. 
214 Taaffe Place, Brooklyn, N. Y. 
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KEEP Brushes CLEAN 


Clean brushes last longer and do Weeks or even months of wear 
better work. Hold a wet sponge can be added or taken from the 
to the face of the revolving life of a power brush depending 
brush until dry and hardened on the treatment it receives. The 
sediment or stain is softened best and most economical gum- 
and removed. Brushes washed ming and staining is accom- 
while spinning on the shaft plished with the tip end of the 
throw out the water and keep bristle or hair. “Burying” the . 
it from entering the construc- shoe in the brush turns brush 
tion at the hub where it could material at a sharp angle, weak- 
cause warping or swelling: ens it and causes it to wear out 
Power brushes should be clean- faster. Too much pressure can 
ed at least twice a day. also mat down the hair or bris- 
* gles causing them to cut against 
each other. 
USE ALL OF THE Brash on 
ing va 
Another way to get maximum famili 
service from a power brush is to tens 
move the shoe from side to side, og 
utilizing the entire face. Avoid when 
continual use of one spot as a _ 
hollow will be worn and the full 
efficiency of the brush destroy- Ad E 
ed, Reversing the brush at inter- Shoe 
vals also aids in obtaining longer 
more even wear. Use brushes Cul 
correctly and before discarding op 
Siliieaee Brushes not in use should be kept in a dry Daily 
box, closet or storeroom with plenty of public 
moth repellent. Bristle and hair are both - 
favorite foods of the moth. tigne< 
tailer: 
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it. Dickerson 
In South Pacific 


CotuMBUs, O.—Lt. Owen H. Dicker- 
wn, Il, of the United States Marine 
Corps, now located somewhere in the 


LT. OWEN H. DICKERSON, I! 


South Pacific, is the only grandson 
@ Walker T. Dickerson, president of 
Tee Walker T. Dickerson Company. 
fis father, Sgt. Owen H. Dickerson, 
ded as a result of his service in World 
War I. Sgt. Dickerson travelled for sev- 
@al years in Michigan, Wisconsin and 
Minnesota for the P. Sullivan Company 
@ Cincinnati, Ohio. Lt. Dickerson has 
tie distinction of being the sixth gen- 
@ation of only sons, for in this family 
thete has been only one son in each 
generation. 

Before Lt. Dickerson entered the ser- 
vee he had reached his senior year at 
Ohio State University and for several 
years had spent much of his time, dur- 
ig vacations, in the Dickerson factory 
familiarizing himself with the opera- 
tis of the company and becoming 
aquainted with many of the customers 
When they attended the firm’s semi- 
anual sales conference. 


Ad Explains Current 
Shoe Conditions 


Cuicaco, Int. —- The Greater Chicago 
Shoe Retailers ran an advertisement in 
the Chicago Daily Tribune and in. the 
Daily. News, recently, acquainting the 
Miblic with current shoe conditions. 
Headed “SHOES — The Outstanding 
Values in Consumers’ Goods” and 
tigned by the Greater Chicago Shoe Re- 
ltilers, the ad ran, in part, as follows: 

"The shoe retailers of Greater Chi- 


@war years. It is noteyvorthy that in 
the discussions of price ceilings and 
@ility of consumers’ goods, neither 
@rernment agencies nor the public 
live found it necessary to cite footwear. 
reason is simple and conclusive: 
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NEW 


Rubber, Exte 
tions. 


FOLDABLE 


men's shoes. 


SNUG FIT RUBBER 
CLOGS For MEN 


UNIQUE CONSTRUCTION FEATURE BUILDS 
PROFITABLE BUSINESS FOR JOBBERS AND DEALERS 


IMMEDIATE DELIVERY 
Moulded in One Piece 


* Sandal Principle Moulded in the 
ing from the Base of the 
Arch to the Top of Back of Rubber, Pre- 
vents the Rubber from Coming Off or 

ping at the Heel under any Service 


NO FABRIC OR FILLERS 
FEATHERWEIGHT 


CLEANS INSIDE AND OUT 
Stock three sizes and cover the popular range of 


A Profitable Item 
TO RETAIL AT $1.16 PER PAIR 


TINGLEY-RELIANCE RUBBER CORPORATION 
Established 1896 
RAHWAY, NEW JERSEY 


Shoe prices and shoe quality give the 
consumer more pre-war value for his 
dollar than in almost any other impor- 
tant and essential item in cost of living 
budgets. ... 

“Shortages of materials and man- 
power have unquestionably been a tre- 
mendous handicap in supplying ci- 
vilians. . . . Yet with al! of these ob- 
stacles the civilian population has been 
able to satisfy its essential wants with 
very little change in the over-all quality 
of its shoe purchases. 

“Regulations of the WPB and OPA 
have set objectives for the shoe industry 
which have been accepted without ques- 
tion and regardless of the heavy sacri- 


fices entailed. It has been necessary for 


retailers to reduce their inventories to 
unprecedentedly low levels . . . but, by 
and large, Greater Chicago’s shoe re- 
tailers have been able to meet the pub- 
lic’s needs, and civilians have experi- 
enced little, if any, hardship. .. . 

“With all of the drain upon the na- 
tion’s resources to fill the tremendous 
military schedules, footwear values to 
the consumer have been preserved. 
These are the facts in which Greater 
Chicago shoe retailers take pride and 
which we can tell our customers without 
qualification.” 


' PAPER PACKS A WAR 
PUNCH—DON'T WASTE IT! 


* PATENTED 
wet = 
4 
&g0 believe that it is in the interest _ 
@ the public to: know certain facts 
Mout shoes and about the inherent 
Mite which retailers have continued to . 
Mike available to consumers 
| | 


WOMEN’S SHOES 


f 


MADE IN CALIFORNIA 


JANSEN i SHOE co. 
7408 MELROSE 


HOLLYWOOD 46, CALIFORNIA 


SHOE INSERTS 


Self Conforming 
Correct SHOE INSERTS 


Sold exclusively by shoe 
merchants in shoe stores. 


WALK-ON-AIRE wv. s. pat. & Trade mark) 


Retails at 75¢ a pair 
100% Mark-Up on Cost 


WALKONAIR CORP. 


Ifactory) KNOX, IND. 


Molster Sees Need for Unrationed Show 


Speaking at Chicago, OPA Official Cites Shortage of Leather § 
as Stimulus for Sales of Good Unrationed Types 


Cuicaco — William Molster, Director 
of Miscellaneous Products Rationing of 
the Office of Price Administration, ad- 

dressed more than 200 members of the 
Greater Chicago Shoe Retailers, on the 
occasion of his recent visit to Chicago 
and the Mid-West. 


Many angles of OPA regulations af- 
fecting the shoe industry, as well as the 
logic and reasons back of those rulings, 
were frankly and fully discussed by the 
speaker who, after the formal address, 
was subjected to a barrage of questions 
from the audience. 

Pointing out that WPB works di- 
rectly for the interests of the manufac- 
turer while OPA handles the retailers’ 
problems, Mr. Molster gave figures and 
facts of vital interest to the retail mer- 
chant. Production figures during the 
past year did not come up to expecta- 
tions; thus the new year started with 
a reduced backlog of available stock for 
the consumer. Since there are 132,000,- 
000 people who must be shod, the OPA 
must decide just what procedure to fol- 
low in order to make the most equitable 
possible distribution. 

Since there is obviously a shortage of 
leather shoes and no likelihood of the 
leather situation bettering itself, no 
new stamp will be issued before next 
Summer. However, for children whose 
needs have not been adequately met in 
the recent past, the government will 
step up the program of manufactur- 
ing in this classification of footwear, 
Mr. Molster said. At the present time 
the age limit for those children has not 
yet been set. But in view of the critical 
condition of leather today Mr. Molster 
strongly advised merchants to make 
“good connections with makers of good 
non-rationed footwear” for, he said, in 
his opinion the need for a large quan- 
tity of non-rationed shoes is inevitable. 
He believes that this year will see the 
production of non-rationed shoes dou- 
bled to fill the gap created by the lack 
of leathers. While many merchants, he 
said, had till now steered their stocks 
away from non-rationed items, the im- 
provement in the manufacture of them 
has been so marked that no shoe man 
need fear carrying a good line. 

_ Regarding proportions of ration 
stamps in the hands of consumers, Mr. 
Molster told of the records kept by a 
large chain outfit with 158 outlets 
throughout the country. The organi- 
zation found that in the ten-day period 
from Jan. 2 to 10, there were turned in 
10 per cent of No. 1, 35 per cent of No. 
2, and 51 per cent of No. 3, while the 
remaining 4 per cent were accounted 
for by special stamps. On the basis of 
this information, it is his opinion that 
a large quantity of No. 3’s have already 


been turned in throughout the county 
and therefore the time is not far 4 
tant when the consumer must seek ny 
rationed shoes, lacking stamps 
which to purchase leather ones, 

To fill the need for children’s sho 
as mentioned above, 15 per cent 
production is being planned; to 
plish this goal, the government will he 
the industry find labor to work in the 
shoe plants. In spite of the fact 
1944 saw the largest production of chi 
dren’s shoes that this country has 
had, the need is still great because 
the greatly augmented birth rate sin 
1940. On the other hand, production 
children’s shoes up to size 4 was t 
great. In 1943 this size range account 
for 3 million pairs, whereas in 1 
there were 13 million made. 

Because children’s shoes up to siz 
have been ration-free, there are todg 
many thousands of children ne 
shoes too small for them because “th 
mothers are too selfish to give up 
ration stamp for the larger and need 
pair.” Mr. Molster commented that, i 
his opinion, this phase of the rationin 
program had been a mistake, that thi 
size range should not have been mai 
ration-free, since every child at birt 
immediately becomes the possessor of 
ration book—and where. it can 
proved that a child actually needs mon 
shoes, the local board will grant pe 
mission. 

With merchants facing a seriou 
shortage in stocks, Mr. Molster statel 
that retailers may have to ration ther 
selling. He said*that a number of estab 
lishments on the West Coast have ab 


ready done so, putting a daily cael 


as opposed to another. There are today 
14 million pairs of low-end (retailing 
at $3.50 and under) shoes in the hands 
of retailers. There are in the Unite 
States 118 retail advisory groups 

reflect the opinion of the shoe men it 
each locality. Should there be a pre 
ponderant swing of opinion in one direc 
tion (as regards the continuation # 
cancelling of certain rulings) OPA 
would abide by the opinion of the m* 
jority. All decisions in the past have 
been made according to the 
and established opinion of shoe men. If 
a shoe buyer has used bad judgment i 
the purchase of certain slow-moving 
stocks, there is no reason why the bad 
judgment should be “protected” or nulli- 
fied by government action. 
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a The coming year will see a decide 
improvement in both the quality and 
the quantity of protective rubber foo 
wear, said Mr. Molster. Questioned # 
to his opinion about a ration holiday 
on lew-end shoes, he said the gover> 
ee ment cannot favor one class of busines 
ae Shoes are. Our Inserts aid better fitting I 
show them is to sell this profitable item. f 
Write us for name of our author 
tsed distributor in your territory. 
Pn The “WALK-ON-AIRE” Line: 
Meet Pade—Spring Strides, Metatarsal Pade — 
Foot Cradies, Arch Supports—Foot Rests, fer qu 
ae Werk Shoes—Break-In-Soles, for New Shoes. 
| 


MEASUREMENT.” 


% 


Designers and manufacturers of 
quality lasts for 34 years. Use 
Vulcan "Controlled Measure- 
ment" lasts for better fit and 
better style in all sizes and 
widths. 


General Offices: PORTSMOUTH, OHIO 


| LAST PLANTS HEEL PLANTS 
Portsmouth, Ohio Brockton, Mass. Ohio Effingham, 
Johnson City, N. Y. St. Louis, Mo. Johnson City, N. Y. Rochester, N. Y. 


LUMBER MILLS: Antigo, Wis.; Donken, Mich. 


Pasture 


175 Americas | Leading 
CHILDRENS SHOE 


Advertised to millions of Parents 
and prescribed by many physi- 


NARLING: 


WRITE FoR Your cory TODAY ! cians, Propr-Bilt Children’s Shoes 
You will undoubiedly want this new catalog for quick do add a tone 2 a shoe store or 
reference for your current display needs. All of the department, achieved by no. other 
Darling Displays now available are shown. Write today children’s shoe, Styled for volume 
for your copy to your nearest Darling Distributor or to 
L. A. DARLING COMPANY, BRONSON, MICHIGAN. sale . . . as records prove. 
New York Office and Display Rooms, 735 Marbridge Bldg., 

47 West 34th Street, New York 1, N. Y. Write for Plan 


YOu NEED MANNEQUINS + NEW DARLING STYLE-CENTER MANNE- 
QUIN PORTFOLIO 1S ALSO READY + WRITE FOR ONE OF THESE NOW 


O'DONNELL SHOE CORP. 


Humboldt, Tenn. 
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..*Fine Brown Duck Upper 


Reade Street New York 13, N. Y. 


CASUALS 


NON-RATIONED 

In Stock—At Once Delivery 
Men's and Boys’ 

MOCCASIN CASUALS 


Men’s Sizes 6-12 
Boys’ Sizes 2-5 
$2.18 
Terms: Net 10 days 


F.0.B. New York 
Minimum Order 18 prs. 


*Raised Moccasin Stitching 
*Long Wearing Rubber Soles 


GERDA FOOTWEAR CO., INC. 


158 Duane St. New York 13, N. Y. 


MISSES SIZES 11—3 


(half sizes) 


NON-RATIONED 


_ Terms:'2% 10 days, F.0.8. New York 
M. D. SHOE COMPANY 
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About Shoe People 


Paul A. Barkmeier has been appoint- 
ted comptroller of the Marshall Field 
& Co., Chicago and suburban stores. 
He joined the Field organization in 1943 
as assistant retail store comptroller; he 
succeeds Frederick R. Atcheson, comp- 
troller, who is appointed comptroller of 
Frederick & Nelson in Seattle. 

Eugene C. Moeloth, comptroller at 
Frederick & Nelson since 1948, comes 
to Chicago as comptroller of the Mer- 
chandise Mart. 

Mr. Atcheson, who has served as 
comptroller of Chicago retail and sub- 
urban stores for the last eight years, 
and who has been with the Field organ- 
ization for 22 years, returned from 
Washington in December, after spend- 
ing six. months with the Treasury De- 
partment helping to organize the dis- 
posal of surplus consumer goods. 


Louis Zacker, who has been .in .the 
retail business in New Jersey for the 
past fifteen years, has started a new 
wholesale venture—the Modern Shoe 
Company at 147 Duane Street, New 
York, where he will handle ‘men’s, 
women’s and children’s shoes, for the 
most part unrationed types. 

* 


William Cohen, assistant ‘manager 
for the Footsaver Shoe Store, New 
York, will celebrate his 25th wedding 
anniversary by giving a party for some 
friends at Billy Rose’s Diamond Horse- 
shoe on February 17th. Mr. Cohen be- 
gan his shoe career with Kennedy’s on 
Cortlandt Street in 1917; he has been 
general manager for Morton Baumrit- 
ter, operating seven stores; he man- 
aged stores for Edward Friedman, 
Jacobson Brothers and John Irving 
Shoe Corp., as well as operating his 
own business. 

* 


Eric Wilson, well-known representa- 
tive in the Middle West, with an office 
in the Croydon Hotel Building, Chicago, 
recently entered a Chicago hospital. 

* 

D. G. Oppenheim of Dr. Kahler Shoe 
Shop, Los Angeles, has received a cable 
from his son, Irving, who is now in 
England, saying that he has been com- 
missioned a second lieutenant. Lt. 
Oppenheim is a former shoe man; his 
last position was with the May Com- 
pany, Los Angeles. 

Joseph B. Nadler, formerly connected 
with Homasote Co., has been named 
sales manager of the Inter-Allied Slip- 
per Company, New York. Mr. Nadler 
will make his headauarters in the New 
York office of the firm. 

Captain Allan Stiglitz, son of Harry 
Stiglitz, proprietor of the Stiglitz 
Quality Shop in Detroit, has returned to 
the United States after spending 31 
months overseas. He served as arma- 
ment officer with the Air Force in North 


Africa and Italy and was transferty 
India where he has been located for, 


past year. 
* 


I. M. \Werbin, recently dischay 
from the Army, has opened a whdle 
jobbing house at 120 E. 8th S& 
Argeles, where he is specializing j 
women’s welt and sport oxfords, as ys 
as misses’ welts 12% to 3. Before; 
ing his stint for Uncle Sam, Mr. We 
bin was welt shoe buyer for the Eéj 
Bros. chain and made his headqu 
in St. Louis. 

* * * 

George Ineichen, sales manager 
stylist for the Monarch Shoe Compa 
of Chicago, has opened an office 
sample room at 1123 Washington A 
nue, St. Louis. 

* 

Chick Americus is operating a } 
ing office in the Haas Building, 
Angeles, and is specializing in local) 
made casual and play shoes. 

* 

Harry Ottmann, who for the p 
several years has served as assist, 
to Roy Sundlirg, the sales manager d 
Brauer Bros. Shoe Company, has bee 
appointed to the Brauer sales for 
and will- cover Texas, Louisiana, An 
zona, and New Mexico. Mr. Ottma 
succeeds Ray Oppenheimer, who.t 
resigned after serving Brauer in thi 
territory for the past nine years. Mr 
Oppenheimer has not announced hi 
plans for the future. 

The Fashion Bootery has been opene 
at 520 S. Hill St., Los Angeles, ly 
Gene Fagan. Arch types ard so 


novelties will be stocked. Mr. Fagal 


has 35 years of retail experience as 1 
background, having served in the Lor 
& Taylor, Saks 34th St. and Arch Aid 
stores, all in New York City. 


Private Edward Belloli, who was for- 
merly manager of Boy Shoe Company’ 
store at 6529 Woodward Avenue, De 
troit, is now stationed in Belgium wit 
the infantry. He has been in the Army 
a little over a year. 


Howard Preston, second-vice-presi- 
dent of the Michigan Retail Shoe Deal 
ers’ Association, is taking over the 
share in the H. A. Preston Company 
store at Battle Creek, Mich., formerly 
held by his partrer, Samuel M. Weels. 
Mr. Weeks, who is a veteran of neatly 
half a century with the store, is pla 
ning to retire from active business. 


Reuben Stiefel of Orlando, Fia., 
turned recently from a trip to the New 
York shoe markets, where as head @ 
the shoe department of Dickson & Ive 
department store, he previewed styles 
in women’s footwear for the coming 
Spring and Summer. 
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Long-wearing red rubber sole 
~ 18 and 36 pair orders 
= 


ales fore 
jiana, Ar 
A Ottm 


er in thi 


ears, Mr 


unced hi 


en opened 


igeles, by 
ard son 


ir. 


ence a3 
the Lor 
Arch Aid 


The Red Cdose Division 
of International Shoe Company 
Proudly Announces 


The First Television Broadcast 
for CHILDREN’S SHOES 


’ Over DuMont Television Station 


 WABD 


NEW YORK CITY 


Sunday, February 18th 8:30 P. M. 


Today advertisements in Life, Look, McCall’s, Parents’, 
Calling All Girls, Country Gentleman, Seventeen, Woman’s 
Day, Holland’s, Progressive Farmer and Farm & Ranch carry 
the story of Red Goose value into 40,000,000 American 
homes each year. Advertising plans for tomorrow assure that 
the Red Goose margin of leadership will be maintained. 
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Les ANGELES, 


MOCCASINS 


PLUMP LEATHER UPPERS 
SEWED COLLARS 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


Ne. 6142 | 


MEN'S SIZES 6% ~12 
BOYS’ 1-3 $1.70 


ARNOFF SHOE CO.,INC., 101 Duane $?.,M.Y.C 


.Pvt. Bennett C. Kidder 


Detroit, Micu.—Private Bennett C. 
Kidder, former Detroit shoe man, was 
reported a fatal casualty following 
combat wounds received in France. He 
is survived by his mother. 


G. K. Klopp Buys 


For Fair Store 


Cincinnati, O.—G. K. Klopp, who 
was associated with the Nisley Com- 
r-ny for the past 16 years, is now 


G. K. KLOPP 


buyer of all shoe departments at the 
Fair Store, Cincinnati, it has been an- 
nounced. Mr. Klopp, who is a native 
of greater Cincinnati, was store man- 
ager in five cities in connection with 
his former affiliation. 


New Shop Features 
Soft Leather Shoes 


PHILADELPHIA, Pa.—A new kind of 
men’s shoe store opened on February 1 
at 33 North 11th Street, in Philadel- 
phia’s central shopping district. Known 
as the Men’s Soft Leather Shoe Shop, 
the store is believed by its owner to 
be the first in America to stock soft 
leather shoes exclusively. A large vari- 
ety of shoes from high style to correc- 
tive types will be carried in both kid 
and kangaroo, with sizes from AAA 
to EEEE, 3% to 15, in prices ranging 
from $6.85 to $9.85 and no extra charge 
for extreme sizes. All shoes will be 
from the Connolly line. 


Interior appointments in the new 
store have been arranged in a unique 
manner, creating a clubby atmosphere 
especially inviting to men. Comfort- 
able mahogany arm chairs are placed 
in various positions, each with an in- 
dividual rug and smoking stand, a wide 
deviation from the common practice of 
straight line chairs facing racks of 
shoes. Statuesque kids and kangaroos 
adorn the interior. Five modern four- 
lamp fluorescent lighting units are sus- 
pended from a white ceiling to provide 
high intensity illumination for quick 
and easy seeing while selections are 
being made. Buff side walls are peri- 
odieally dotted with kid and kangaroo 
photographs and the floor is covered 
with imitation marble effects. 


Interior of the store measures ap- 
proximately fifteen by forty feet. A 


. sample shoe rack, located in the front 


CASUALS 


*"OUT-DOR-EES" 
NON-RATIONED 


CALIFORNIA process-PLAYSHOE 


Gabardine 4 e 
Vinolyte so lexi 
—Beige and White. 


Sizes 4 te 9 packed 36 to 
Immediate and future delivery 


WILLIAM COHAN CO. 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, ii 


oxford with 
ble. Colors: Red 


near the entrance, is designed to 
convenient for a customer who 

to inspect sample shoes before. 
seated for a fitting. 

Tle show window has a painted light 
green valance with dark green bord 
at the top and an identification sp 
painted on the window at the bottom 
in the same colors. The window is prt 
vided with a false bottom where buf 
leatherette covered squares are 
to build up racks to meet lettering @ 
glass window backgrounds also carried 
out in shades of green. 

The new store is owned and operated 
by H. Russell Gibbon, who has bee 
in the shoe business practically all o 
his life. He and his three brothers att 
all shoe men, sons of the forme 
Charles S. Gibbon who manufacture 
shoes here for many years. Befor 
opening the new store, Mr. Gibbon w# 
associated with the department store 
of Strawbridge & Clothier as 
buyer of men’s and boy’s shoes if 
five years; previously he was connected 
with a department store in Camde 
N. J. ~ 
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Review of the Retail Trade 
[CONTINUED FROM PACE 62] 


dress, patents with very high heels are 
going over well. 

The Guaranty Shoe Co. has been 
featuring a comfort shoe, pointing out 
the support given at vital points of 
the foot. The walking shoe designed 
for comfort is a good seller at a num- 
ber of stores in this city. 


SPRING SHOES IN DEMAND 
IN CHICAGO 


ALTHOUGH Chicago continues to lie 
under a blanket of snow over the long- 
est continuous period in more than 
quarter of a century, the consumer de- 
mand for Spring footwear has elready 
manifested itself. Apparent principal- 
ly in the demand for* blue in most 
stores, high-style specialty shops like 
Joseph and O’Connor & Goldberg re- 
port that red calf and reptiles are also 
being sold in considerable quantities. 
Marshall Field’s have given consider- 
able prominence to navy blue shoes, 
even featuring them in an ad in their 
basement store where models priced 
from $4.95 to $10.95 are shown, while 
upstairs they range up to $16.75. 
Patents, too, have come in for a lot of 


782 
$48.00 Doz. 


NEW SPRING AND SUMMER 
HANDBAG LINE READY! 


Leathers, Patents, Rayons, Cords, 
Alligator, Grained Calf, and 
many others. Top handles, top 
zippers, inside zippers, metal 
frames, and crystal clasps. All 
colors. Place your order now! 
$27, $37.50, $42, $48, $54, 
$72 Doz. net. 
‘ 
Junior Miss Novelty Bags 
$16.50, $18, $21, Doz. net 


(IMMEDIATE DELIVERY 
Wotuction Limited. Place Your Order Yow! 


RUDMAN HANDBAG CO. 


HY WASHINGTON AVE., ST. LOUIS. (1) 


February 15, 1945 


shoes as well as at them. They 
discover how a shoe was made 
and how well. 


Bulges and wrinkles in linings 


are signals that try-ons may not 
result in easy sales. Smooth, 
comfortable fitting is what the 
customer expects but will not 
get in such cases. 


ACME’‘S methods and 
materials provide a supple 
and very even bond between 
the outer material and the 
backing cloth—not a harsh 


feel anywhere. 


Leading manufacturers 
recognize ACME'S invisible 


label in strong, smooth. 


ABC. Backine Corp. 


HADLEY & MULLANP 
ST.LOUIS 6, MO. 


‘with most 
types are second in popularity. The 


consumer attention, especially notice- 
able because many departments are 
as yet not stocked up in this leather. 

Soft. dressy shoes are first choice 
customers while casual 


low, flat heel continues to outsell the 
medium height where a comfort angle 
ie stressed. In the dressier shoes, of 
course, the high heels is the prefer- 
ence. On these the open or “airy” 
look is emphasized, while in casual 
types the foot is considerably more 
covered, particularly through the toe 
and vamp. The fashion importance 


of open-ness is here evident in the 
sling-back style which is the outstand-' 
ing seller today. 


From those stores where they are... 


available come reports that the heavi- 
er-soled walking shoes ‘are beginning 


to be asked for. The extension sole - 


which is a feature on)some of the 
smartest Spring models ‘is very well 
thought of, fashioned in moccasin 


types of pigskin both im staple brown 


‘ 


‘ 
‘ 


and black and in reported” '' 


earlier, white shoes got off ‘to’ an early 


start. Most stores could sold. 
many more if they had them. ) 
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WORK SHOES 


HYDE ATHLETIC SHOE CO. 
CAMBRIDGE. MASS. 


MOCCASINS 


HEAVY BROWN UPPERS 99-45 


MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 3-6 $1.40 
WRITE FOR FOLDER 
GIRLS’ MOCCASINS AND SLIPPERS 


CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 


Stanley Greenblatt 
Killed in Action 


New York — Stanley Greenblatt was 
killed in action.in Germany. His father, 
Benjamin Greenblatt, sales manager for 
Lester Pincus Shoe Corporation of New 
York, tells us that he enlisted right 
after Pearl Harbor, was seriously 
wounded after volunteering for a dan- 
gerous mission and received the Purple 


Obituaries 


John Harvey Wilson 

LYNCHBURG, Va.—John Harvey Wil- 
son, advertising manager for Craddock- 
Terry Shoe Corporation and one of the 
most widely known and highly re- 


JOHN H. WILSON 


spected advertising executives in the 
shoe industry, died here January 27, 
following a heart attack. He had been 
in good health up to six weeks prior 
to his death. 

Mr. Wilson had been with the Crad- 
dock-Terry organization since 1914, 
when he was employed as advertising 
manager for the McElroy-Sloan Shoe 
Company, a western division of the 
corporation, with headquarters in St. 
Louis. He held that position until the 
McElroy-Sloan division was closed in 
1988, when he was transferred to 
Lynchburg. From that time until his 
death he directed the advertising for 
all of the Craddock-Terry Shoe Cor- 
poration’s lines, including American 
Gentleman, American Boy, Miracle- 
Tread, Ki-Yaks and Natural Bridge 
women’s shoes, which lines under his 
direction developed a steady national 
growth. . 

During the years that he spent in 
St. Louis, Mr. Wilson developed a keen 
and active interest in athletics which 
he followed as a hobby up to the date 
of his death. He was an alumnus of 
Cornell University and a member of 
the Masonic Fraternity. He was a man 
of high character and unquestioned in- 
tegrity, and was recognized in the shoe 
industry as an alert and able advertis- 
ing executive. 

Interment was in Mr. Wilson’s home 
town, Sweet Springs, Missouri, on 
Tuesday, January 30. 


Edgar D. Gould 


Fort LAUDERDALE, Fita.— Edgar D. 
Gould, retired vice-president of Frank 


Presbrey Advertising Company, Nam 
York, died recently after a short 
Mr. Gould had been connected, sqm 
time ago, with Regal Shoe Co. in BE 
ton. In 1940 he came to Fort Lauda 
dale, and began the development 
Gould Island, here. rt 
He is survived by his widow, Mim 
Lalia R. Gould; a son, Edgar D., 3m 
and four sisters, Mrs. Josephine Cleaym 
Mrs. John Stelwagon, Mrs. Charles 
derson and Mrs. Harold Burroughag 


Benjamin Harrison Foster : 

LEWISTON, ME. — Benjamin Harrigm 
Foster, manager of the Barker Sim 
Co., here, died suddenly in Lisbon Fal 
recently. He was 56. 

Mr. Foster attended Bates 4 
and was a member of the United Gam 
mercial Travelers. He is survived 
his widow, Mrs. Sara Illingworth Fm 
ter; three daughters, Mrs. Phyllis Bam 
ter, Mrs. Katherine Bragdon and Y §am 
Janice Foster, who is stationed at Ne 
Orleans, Ya.; one son, Harrisongm 
grandson, several nieces and nephews 


Mrs. Katherine G. Clemonsiill 


Boston, Mass.— Mrs. Katherine @ 
Clemons, treasurer of the A. G. Walia 
Shoe Co., Chelsea, Mass., and the only 
woman ever.to be elected to member 
ship on the board of directors of t 
National Shoe Manufacturers’ Associ 
tion, died recently at her home in th 
Chestnut Hill section of Brooklin 
Mass, 

Mrs. Clemons, only daughter of th 
late A. G. Walton, one of the organizen 
of the company, was active in the co 
duct of the business with which sk 
became connected following his death 

She leaves her husband, Roger P. 
Clemons; a sister, Mrs. Harry i 
Wheeler of Wakefield; a brother, Bar 
lett Walton, also of Wakefield, ani 
three children, Flight Officer Ben L 
Wallace of the Army Air Forces; Jom 
B. Wallace and Marilie Wallace, ba 


of Chestiut Hill. dating 
who al 

the M 

John Schwarz develo 
CINCINNATI, OHIO. — John Schwam ff thoes, 


87, shoe store proprietor for 63 yearn 
in the suburban Walnut Hills busines 
area, died recently at his home. 

Mr. Schwarz was vice-president @ 
the June Building, Saving and La 
Association; a member of the Wali 
Hills Merchants’ Association of the Gt 
cinnati Shoe Men’s Association, and 
Hanselman Lodge of Masons. 

He leaves three daughters, Miss Les 
B. Schwarz, Mrs. Amanda 8. Schwa 
and Mrs. Rose S. Redeker; and @ 
grandsons, John J. Abel and Priva 
William J. Redeker, stationed We 
Army Air Forces, Chanute Field, i 
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Selling faster than ever 


SHOE POLISHING CLOTHS 


of new users are buying Cadie Cloths for 
“quick shine in jiffy time” No paste or liquid 


There Will Always.Be More Profit — 
In Shoe Repairing With 


Left and Right 
Rubber Heels 


There’s not much glamour in shoe repairing—but 
there is good profit now and bright prospects for the 
future—if you build on customer satisfaction. I-T-S 
Left and Right Rubber Heels, because of the left and 
right design of extra pads of tough rubber, give more 
effective cushioning as well as longer level wear. 


When you feature or specify 
I+T+S heels for your shoe re- 


polish cloth in two-color 
individual envelope — to retail at 


pairing, you give customers a 
service and a value they under- 
_stand. And you build soundly— 
for I-T+S can be counted on 
for continued leadership in real 

its that benefit both 
trade and consumer. Ask your 
I-T-S distributor for all the 
I+-T+8 products he can allot you 


AME | C101 CHEMICAL PRODUCTS, Inc., 621 Sixth Ave., New York 11 
3. 
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Premium Codie Cloth, jes store imprint and ddvertising 
ross the face. An excellent goodwill builder 


Elyria, Ohio 


Booklets Trace Development 
Of Lasts and Shoe Design 


New York.—“The Story of Lasts” 
and “Development of Shoe Design from 
One War to Another,” both by Harold 
R. Quimby, secretary of the National 
Shoe Manufacturers’ Association, have 
been issued by the association as part 
ofa “Series of Publications Devoted to 
Shoes” with the object of making this 
knowledge available to “all those inter- 
ested in the production and merchan- 
dising of footwear.” 

In “The Story of Lasts,” Mr. Quimby 
covers a wide range of topics from the 
first mention of lasts in this country, 
dating back to 1629 and two shoemakers 
who arrived on the second voyage of 
the Mayflower, through the gradual 


development of lasts for right and left _ 


thoes, and of widths and half-widths, 
to the modern scale of sizes and the 
methods of reading them. Valuable in- 
formation on methods of measuring 
feet and what constitutes correct fit, as 
well as on the development of tools and 
machinery for last making, are also in- 
cluded in the brochure. 

In “Development of Shoe Design,” 
the writer attempts to cover only the 
Period between 1917 and 1945. In so 
doing he discusses the ten-eyelet boot 
as the predominating style of 1917, the 
‘olution of the four-eyelet balmoral 


ag of 1919 and successive stages in 


designing down to the present. Be- 
February 15, 1945 


Desert Scene Features Casual. Shoes 


Baton Rouge, La. — This desert scene etched in 


wes used by Daiten's, 


pastels 
here, recently, to feature casual shoes. The window drew considerable attention 
and brought the store many complimentary comments. 


ginning with 1921 when “designers be- 
came a little more bold,” shoes became 
increasingly open, as Mr. Quimby 
points out, until in 1933 shoemaking 
evolved the toeless shoe. In 1938, with 
the introduction of elasticizing, the 
closed influence in shoe designing 
started to come back. In 1942, he notes, 
the military influence brought back the 
oxford and shoes designed for rugged 
wear. Now in 1945 sling backs, open 
toes, banded foreparts and insteps and 
off-center treatments were important 
new developments. Looking beyond the 


period of the war, Mr. Quimby expects 
to see “a galaxy of astounding shoe 
fashions such as have never been seen 
before.” 


John S. Hallaran 


ToLEepo, O.—John S. Hallaran, 71, a 
director of the Ainsworth Shoe Co,, To- 
ledo, wholesale house, died recently in 
Toledo Hospital after a long illness. 
He was a lifelong resident of this city, 
and was an organizer and former vice- 
president of the Dime Savings Bank. 
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MEN'S SLIPPERS 


KNOCKABOUT 


MOCCASINS 
ANTIQUE BROWN ELK UPPERS 
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MEN'S SHOES 


THEY HAD \\ 
TO BEGOOD TO BE 
LEADERS FOR 


W.L.DOUGLAS 


as CO., BROCKTON 15. 


WHOLESALE DISTRIBUTORS 
America’s Leading Brands 


MEN'S SHOES RETAILING $7 to $14 
IN-STOCK @ JOBS 


SUBJECT RESTRICTIONS 


B. COHEN SHOE CO. 
READE ST. NEW YORK 


Mediuth Héels 
Popular in West 
SEATTLE, WASH.—In a survey of the 


shoe stores in Seattle; it was found 


that medium heels are very popular. 
This may be due to the fact that many 
women are working in war industries 
and are doing a great deal of walking. 
In the shops selling higher-priced shoes, 
an equal balance was seen in the two 
types of heel, tw 


19, 


Swern & Co: Opens 
_In New Location 


TRENTON, N. J.—Swern & Company 
marked the completion of their new de- 
pertment store at Broad and Front 
Streets recently when officials of the 


HAROLD E. GREEN 
firm and department managers enter- 
tained more than 500 representatives 
of manufacturers and suppliers at a 
“Resources Reception” given on the top 
floor. 

The interior of the four-story build- 
ing, part of which was erected in 1852 
and is known in _ historie records as 
“Temperance Hall,” has been completed 
renovated and modernized. Arrange- 
ment of the departments in indi- 
vidual settings is unusually attractive. 

The shoe department is arranged in 
a semi-circular effect, with paneling of 
bleached mahogany forming a_back- 
ground. Curtained doorways have been 
placed at intervals in the background 
to provide quick and easy access to 
shoe stocks which are maintained on 
shelving uniquely fitted in the area de- 
signed behind the paneling. 

Silhouette signs are used to separate 
the women’s and children’s department 


A section of the show department of Swern & Ce.. showing modern wall cases wit 
ladirect panes accommodatiess 


with 


WESTERN BOOTS 


APPROVED UTILITY STYLE 


SOLID COLOR 
ALL BLACK 
ALL BROWN 
Solld Leether Sele 
FANCY 
EMBOSSING 


Ne 3820 Brows 
‘Me S827 Bloat 


ARNOFF SHOE CO.,INC.,10) 


from the men’s and boys’ departmem 
Both are located on the main floor, a 
jacent to the clothing department. Baw 

cesses in the paneling form wall! de 
ens cases, designed with white back 
grounds and fluorescent lighting. Com- 
fortable chairs, upholstered in leather. 
ette to blend into the color scheme d 
bleached mahogany. 

The shoe department is managed ly 
Harold E. Green, who has had % 
years’ experience in retailing shoes; 
prior to his association with Swern, he 
was located in Wilmington and Allen 


town. The firm of Swern & Company H 
was founded 59 years ago in Trenton, 

and now is operated by four partners: * Ps 
Benjamin L. Goodstein, Samuel Swern, 

Harry Goodstein and Hyman Green. * & 

* 

* 

ba 


ing, and seating 
scheme. 
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Here's. Why 
‘ 

SELL 
SO FAST 


4 


Many experienced 
buyers. wonder why 
Bedtimers practically 
‘walk off’ the counter. 


Here’s the. answer! 
Pertect relaxation for tired fect! 
Enticing colors ... smart styling! 

H Fine workmanship 
High-quality materials... despite 
wartime shortages ! 


Featured in national advertising... and 
backed by merckandising support ! 


You may not be able to buy as many 
“Bedtimers” as you'd like, but you re sure 
of getting your stock on a share-and-share 
basis. 


And remember, the name Kleinert means 
tustworthy quality ...the kind customers 
relied on for 15 years. 


e U.S. Pat. Of. 


FIFTR: nee WORK 


Build extra sales, extra 
profits, minimize returns 
and complaints on 
shoes that cannot be fit- 
ted properly without Trim- 
foot. Trimfoot provides a 
maximum of foot comfort. 
Write today for complete details on 


greater profits and more satisfied 


TO 
TRIMFOOT 


SALES TIP: 
When no shoe in stock 
seems to fit... just T. O. 
TO TRIMFOOT and 
save the sale! 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 


TRIMFOOT CO. e FARMINGTON, MO. 
APPLIANCE PRODUCTS DIVISION 


TRIMFOOT FOOT RELIEF 


“ 


Growing Concern 
Over Leather Supply 


[CONTINUED FROM PAGE 82] 


an early end to the war in Europe. 
That would probably. lessen the need 
for some of the army shoes that will 
otherwise be required, release consider- 
able quantities of leather for civilian 


| footwear and eventually permit enough 
| manufacturing facilities to reconvert 


to civilian shoe manufacturing to catch 
up with the demand. The reconversion 
problem in the factories would be quite 
simple, once the leather and manpower 
are available. 

Otherwise: the shoe ithe 
prospect of being obliged to produce 


and distribute to American consumers 
types of shoes such as they have never 
made or sold before and made out of 
materials which up to now have not 
been considered acceptable to the Amer- 
ican consumer except for certain highly 
specialized 


Promoted Burdine’s | 

- Miami, Fria. — Richard Steel, for- 
merly assistant buyer of women's bet- 
ter shoes at Burdine’s, has been pro-.. 
moted to buyer of that department, 
succeeding Paul Roberts, who. recently 
went with Rice-O’Neill. E: A. Cole- 
man, formerly assistant in the wom- 
en’s budget shoe department, has suc~- 
ceeded to: the post of: bayer ‘of! 
shoes. 


RO 
g. Com on 
had % 
shoes; 
vern, he 
customers... | 
Trenton, | 
urtners: 
Swern, 
Teen. 
101 
— 


FOOT BATHS 


FOOT RELIEF 


$1.00 
FOOT BATHS) money back 
Athletes Foot guarantee. — 
Corns. Callouses 
Bromidrosis 
J] 50% “PROFIT 
Burnina 
Sa 620 N. Central 


CASUALS 


Finds 
In South Pacific 


Cpl. A. L. Tanner of the U. S. Marine 
Corps, now “somewhere in the South 
Pacific,” writes his boss, Louis E. Freed- 
man, proprietor of the Windsor Bootery 
in Beverly Hills, Calif.: 

"I have a story to relate that is one 
for the books. A few days ago | went 
through an old shack that the Japs were 
using as a geisha house and found a pair 
of American sandals; would like to have 
kept them, but we can't burden our- 
selves with excess gear." 


NON-RATIONED 


HUARACHE style SANDAL 


Imitation upper com- 
ition rubber t Red— 
eige—Turttan—White ond Black 


case. 
Immediate and future delivery 


WILLIAM COHAN CO. 
Play Shoes—House Slippers—Sport Shoes 
19 Se, Wells St., Chicago 6, Ill. 


American Oak Leather 
Declares Dividend 


CINCINNATI, OHIO — The American & 


Oak Leather Company, here, reported 
through William H. Mooney, president, 
a dividend of $1.25 per share on com- 
mon stock, payable Feb. 10 to stock- 
holders of record Feb. 5. 


Store Windows Cover 
Shoe Styles 


New: York—In five windows, aver- 
aging 18 shoes to a window, Saks Fifth 
Avenue recently dramatized 1945 shoe 
styles. One window devoted to tan calf 
shoes stressed the importance of femi- 
nized tailored and spectator types, as 
well as classic examples with closed 
backs and wall lasts. One oxford stood 
alone at the top of this display, which, 
like the other four windows, was ar- 


ranged on a series of steps with, at the 


most, four shoes to one step. 

A second window showed white shoes 
of all types with, as in the first window, 
emphasis on pumps, especially with 
sling backs. Here, also, however, a few 
sandals were shown. Most striking of 
these was the high heel platform sole 
sandal, the platform trimmed with gold 
nailheads. A group of striking and col- 
orful play shoes in a variety of mate- 
rials, many with high platform soles, 
followed. The remaining two windows 
covered the evening picture with some 
gold and silver kid, paisley, brocade and 
satin slippers. Here sandals were high- 
lighted, along with a number of sling 
pumps. Platform soles were again 
prominent. Most dramatic were the 
colorful sequin-trimmed biack satin 
shoes. The fifth window was devoted 
to black suede shoes in their most 
lamorous versions, opened-up, high- 
heeled, platform-soled and nailhead- 
trimmed. The total impression of the 
five windows was of the great variety 
of styles, materials, types in the cur- 
rent market. The enormous importance 
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BARIS SELLS 
Quality Shoes from Surplus _— 
BARIS SHOE CO.., Inc. 
Worth 2-5180-1 PUNC 
79-81 Reade St., New York 7, M. Y. 
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Store 
CHILDREN'S SLIPPERS 
\, 
\ 
BLAIR« ROSS nc. 7% READE 
of the low heel, very soft, casual shoe, 
as well as the more formal and glamor ; 
ous types, was effectively represented. 
Finders’ Association 
Re-Names Officers re 
PHILADELPHIA, Pa.—The Leathé® 
and Shoe Finders’ Association of Phi- § mesiv 
adelphia re-elected its officers at the § therte 
annual meeting held recently at the § Ses? « 
Hotel Adelphia. M. Fine is president; 
Samuel Weinberg is secretary. the be 
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| Store’s Gratitude 


Women’s, Misses’ 
fiigh Shoes Wanted 


New YORK. — Boor AND Re-' 


qmper has received an inquiry from a 
Pennsylvania shoe retailer, asking 
where. women’s or misses’ high shoes in 
ses 1% E or 2 D, in tan or black, may 
le purchased. Any information on 
ghere these shoes may be secured will 
le appreciated. Please address any 
emmunications of this nature to News 
Bditer, Boor AND SHOE ReEcorRDER, 100 
fast 42nd Street, New York 17, New 


York. 


Powell & Campbell 
Parchase Building 


New YorkK.—With the purchase of 
the building at 122-24 Duane Street, 
Powell & Campbell marked another 
milestone in its program of expansion. 
The company has occupied the build- 
ing without interruption since 1879, 
when the firm was organized. 
Coincident with the purchase of the 
property, Edward Lipkowitz, owner of 
the business, announced that Albert N. 
Blake, formerly with Devine & Yungel, 
amd more recently with N. Fisher & 
@., has become connected with Powell 
& Campbell as buyer and style man. 


PAPER PACKS A WAR 
PUNCH — DON'T WASTE IT 


Unusual Ad Expresses 
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t 
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\ 


tt 
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ad recently, thanking their customers, 
their salespeople and their merchandise 
sources for the co-operation they have 
fecelved in these days of war-time 
thertages. As an institutional ad, lf was 
Sest effective, reminding readers that 
these days are not typical and thet Con- 
don's would continue to serve them to 
the best ef their ability. 
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GOING—-SEE GERDA — FOR BETTER GOING—SEE GERDA — FOR BETTER GOING—SEE GERDA — FOR BETTER 


— FOR BETTER GOING —SEE GERDA — FOR SETTER GOING — SEE GERDA 


CHILDREN'S ALL LEATHER SLIPPERS 


IN STOCK 


“AT ONCE DELIVERY 


NON-RATIONED 


infants’ 
Children's Sizes 8!/,-12 


Misses’ 


Sixes 5-8 
Sizes 


SELLING FEATURES 


* All Leather Uppers 

* Colors: Brown or Blue 
* Sock Lining Sewed In 
* Easy on the Feet 


* Flexible-Hard Leather Soles 
* Fine Grain Kidskin 

* Scotch Plaid Linings 

* Regular Half Sizes 


“FOR BETTER GOING SEE GERDA" 


GERDA FOOTWEAR COMPANY, INC. 


NEW YORK 13, N. Y. 


— FOR SETTER GOING —SEE GERDA — FOR BETTER GOING—SEE GERDA — 


WILLIAM IseLtin & Co.. INC. 


Our factoring service makes it possible 
for the shoe executive to devote full time 


Factors. 


for Manufacturers 


to production and selling activities—the and Selling Agents 
real source of profits. of Shoes, Leather 
and Allied Products. 

Inquiries invited : 

357 Fourth Avenue NEW YORK = 
Branch Offices = 
LYNCEBURGH, VA. GRAND RAPIDS, MICH. LOS ANGELES, CALIF. = 
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SALESMEN WANTED 


HELP WANTED 


POSITION WANTED | 


Besential Workers need Release Siatements 


Essential Workers need Releace Statements 


SACESMEN: SHORT LINE, ALL TERRI- 
TORIES OPEN, x - Misses’ 
footwear. Attract ition 

right men. MODERN SHOE < Cc ANY, 
DUANE STREET, NEW YORE TY. 


_ESMAN WANTED to sell Shoe } 
New York and on the 
West 27th Street, New York 


HELP WANTED 


Resontial Workers need Release Statements 


RETAIL SHOE FITTERS 


OUR NATIONAL ORGANIZATION 
OFFERS OPPORTUNITY 


for men and women with retail shoe ex- 
perience to build real career fur now 
and postwar in our expanding Chain of 

ern shops. Openings in Chicago, 

ton, Detruit, St. Louis, Minneapolis 
and other cities. Such benefits as free 
hospitalization insurance, vacations 
with pay, a policy of advancement from 
with chance to ma or 


SALES 
in 


taking complete charge 
store Unlimited sarnings under lib 
friends customers 
qualifications. chanee to cop. 
on your ability. Persons in war work 
of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial 
aue, Danville, Mincis. 


oF’ THE 
THE GUARANTEE 
SHOE “Antonie. Treas 


MANAGERS 


Retail Shoe Chain, splendid op- 
portunities for experienced Man- 
apere progressive 
oe Corporation. post-war 
lans have created several excel- 
mt opportunities. In —— give 
complete detail of e ence, 


Address 2476, care & SHOE 
100 East 420d Street, New York 17, N. Y. 


RAs SHOE MANAGER, experienced in 

buying, to take full charge of modern, well 
stocked store in Connecticut. Excel'ent oppor- 
Address Rox #474 


Recorder, East 42nd 
N.Y. 


SUPERINTENDENT WANTED ‘FOR PA- 
OSADENA PLANT. Write Mr... 
at Joyce, Inc., ‘Pasadena 1, California. 


RETAIL SALESMAN; Experienced in sell- 

ing Men’s, Women’s and Children’s Shoes. 
Ours is a “repeat” business store. We em- 
phasize’ good fitting and value in all around 
honesty, A man of character would find the 
atmosphere in our store suited to his taste. 
are located in Chicago. Address Box 
care Boot & Shoe Recorder, 209 South State 
Street, Chicago 4, Til. 


WANTED 
TOP GRADE, EXPERIENCED, FIT- 
TING ROOM man as foreman for room 
making three thousand pairs a day, 
Women’s High Grade Shoes. Must be 
able to figure prices and obtain produc- 
t Gcod pay and — working condl- 
tions for man meeting these qualifica- 
tions. Location two hours from &:.-Louta 

Address 2464, care BOOT & SHOE RECORDER 

1221 Leeust Street, St. Levis. Me. 


= BUYER AND MERCHANDIS 
Pg executive, desires to change 
ihoroughly familiar with Retail, Whole 
and Mail Urder business. Now Buyer fg 
sroup of Midwest popular priced Derartmes 
Draft 


Stores. Have record of proven ability, 
exempt. Address Box #405, care Boot & Sho 
“as tae 100 East 42nd Street, New York jj, 


MANAGER OR DEPARTMENT MANA 

GER—Young Man, thoroughly experienced 
in shoe retailing; draft deferred; anibitious, 
aggressive; with excellent sales record, wishe 
position as Manager of a shoe «tore or depart 
ment in Metropolitan area. refer. 
ences. Address Box #473, care Boot & Sho 
es 100 East 42nd Street, New York 1), 


ATTENTION: — Man, Age 39, twenty 
years’ retail shoes 
store managing, 


& Shoe . 100 East Street, N 
YER: Assistant Buyer 
Essential Werkars need Release Statements BY 
ALESMAN, in well rated stores. Ten years with present 


Best of references, ddress Box 2489, care 
& 100 East 42nd 
New Yerk 17, N. Y. 


Man carrying of country’s leading 

Lines. wants one Line Women's Casual, 
better grate or Children's 


BOOT & SHOE RECORDER 
New York 17, N. Y. 


LINES WANTED 
FOR EASTERN TERRITORY: 
es’ Slippers for New England and 
Best of references furnished, If ro 
fer an experie: man who can pro- 
Tesults this coment should interest you. 
Address 2479, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


WANTED FOR TIE PACIFIC 
COAST. Experienced salesman. with ‘. 
ment office in Los Angeles is 


perma 
open for several lines of Men's, Women's and 
Children’s shoes or slippers. at once. In stock 


& Shoe Recorder, 100 
42nd Street, New York 17, N. Y. 


POSITION WANTED 


AVAILABLE 
Hiave heen connecte! with ontatanding shoe 
organization since 1918. as Burer. Manager 
of Women’s and Children’s [Netter Grate 
Shoes. Am 43 yrare age: married: and 
have a son 17 ald. believe my expert- 


U'ghest of references furnished. 
farther address 
Box £ 478, BOOT AND SHOE RECORDER 


100 East 42nd Strest, New York. 17, 


WITH ESTABLISHED FOL-- 
heastern Sta 


Bus 


firm. Excellent market connections. Wishes 
position as Buyer in Department Store in New 
California. Address Rox $470, 

Shoe 100 East 42nd 
Ne New 17, N. 


RESIDENT SHOE BUYER 


SHOE REPRESENTATIVE 


Tf you want to buy or sell shoe store, = 
rtments in Department Stores we 

exeelient clients, We are also RESIDENT 

experience buying all 


contacts. 
sent few gnod paying Morerate fee 
Rave Write full detalls 


Address 2481, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, ¥. Y. 


FOR SALE 


WE CAN SUPPLY 
Genuine Alligator Shoe Uppers, open 
hack and closed hack. Brown, Red, 
Navy. Telephone: ES-5-8339. Alter 7 
o'clock ES-6-5511. 

HENRY ROTENSERS 

720 Avenve U, Brooklyn, New 


P. S.— PRINTING SAVINGS —P. S. 
PLAIN PRICE TAGS 


House ing. 
“You ink We Will Yaote” 


OR SALE: FAMILY SHOE STATE. Ee 

tablished 34 years in same location ity of 
80 thousand in New York State. Gon! ‘eae 
for selling. All staple shoes. Unventoried for 
about $9,900. Addrese Box 2463, care Root 
& Shoe Recorder, 100 East 42nd “Street, New 
York 17, N. Y. 


Goon USED STANDS 
inmer 

HMOWARD HOHLER, ATCHISON, 

KANSAS. 
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FOR SALE 


WANTED TO PURCHASE 


OPPORTUNITY FOR 
RIGHT PARTY for immediate sale to 


witie Estate, Trimble Brothers Shoe Store, 
Calais, Maine. A going concern, established 
over 50 stock of Ladies’, 


years.. Complete 
i rite or ca 
GNOBEKEY, Co-Administrator, Calais, Maine. 


BUSINESS OPPORTUNITY 


City, with a production of 
daily, 
basis. 


royalty Address 


WANTED: Owner get 
along in years. Son in Navy. Old estab- 
dSusiness. 


OUTH FOOT APPLIANCE & REMEDIES 
COMPANY, Plymouth, 


Re DIG MONEY: building and fitting your own 
Arch Supports. Private instructions 


of the f 
OUTH FOOT APPLIANCE & REMEDIES 
€0., Plymouth, Ohio. 


MERCHANTS’ NEEDS 


WANTED TO PURCHASE 


WILL PAY CASH FOR ES- 
TABLISHED SHOE STORE 
OR CHAIN OF STORES, with 
volume of 40,000 or more. Write: 


ROLLNICK SHOE COMPANY 
DENVER, COLORADO 


Canadian Shoe Exports 
Rise Over Imports 


MontreaL, CaAN.—Trade figures per- 
taining to the leather boot and shoe 
industry in Canada, for the years 1938 
to 1943, indicate that during the war 
period imports in the aggregate have 
Tisen only moderately while exports 
have increased sharply in both volume 
and value, states W. H. Lanceley, chief, 
Fisheries and Animal Products Branch, 
Dominion Bureau of Statistics, in the 
twelfth of a series on Canadian export 
Commodities and industries, appearing 
in the Government’s Commercial In- 
telligence Journal. 


The review states that in each of 
the three years, 1941, 1942 and 1943, 
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SHOE STORE 
deal; Cen: 


ral Wi 
Box #471, care Boot & 
Shoe Recorder, 100 East 42nd Strect, 
York 17, N. Y. pe 


SHOE STORE WANTED: Men’s Established, 
New York or Eastern States. Write ful: 

rs. Address Box #477, care Boot & 
East 42nd Street, New 


Shoe Recorder, 100 
York 17, N. Y. 


WANTED TO PURCHASE 


LEASED SHOE DEPARTMENT 
Ladies’ and Children’s Shoes in medium 
better grades in Middle West or South, by In- 
dependent operator. Must have established 
quotas in some Nationally Advertised lines. 
Must be potential volume of $50,000 or more. 
Have ample cash to handle any size volume. 
ional record of 


Box #466, care Boot & Shoe 
1221 Locust Street, St. Louis, Mo. 


1326 Washington Avenue—St. Louis, 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
convert inte cash ead retion 


PROTECTED . 
SPECIALISTS swots roe 18 YEARS 


M. K. WEIL SHOE CO. 


SELL YOUR JOB LOTS 
SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 


WE BUY 


SHOE STORES 


FOR CASH 


CASH PAID FOR 
SHOK STORES 
CLOSE OUTS. Jon LOTS 


WE WILL BUY Fon 
CASH 


SHOE STORES 
ANDO PAY HIGHEST PRICES 


CAMITTA SHOK COMPANY 
120 N. 4th St... Philadciphia, Pa. 
Phone rd 


WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 
New York City 
Phone BARCLAY 


BARIS BUYS 
Men, 
FOR CASH. 
BARIS SHOE CO.., Inc. 


Worth 2-5:80-1 
79-81 Reede St., New York 7, N. Y. 


the value of exports has exceeded con- 
siderably that of imports. Mr. Lance- 
ley states that figures for these years 
of the present war offer an interesting 
contrast with those of the First World 
War, when imports continued at a level 
substantially in excess of the value of 
exports, in spite of a very sharp in- 
crease in the latter. 

Conditions have been different in the 
two wars, of course, he declares, and 
“It is very difficult to assess with any 
accuracy the effect of such factors as 
evel, direct war needs, shipping 

shortages, exchange and price controls 
in the opening and enlargement of cer- 
tain markets to the products of Can- 
adian industry, or in limiting imports 
of boots and shoes into Canada.” 

it may be observed, however, he adds, 
that the Canadian industry has in- 


SELL YOUR SURPLUS STOCKS 
KIRSCH-BLACHER CO., INC. 
established 1915 


108-110 Duane Street, New York 
Prese: WOrth 2-5877 and 587% and 


creased its exports during the war 
while also meeting greatly increased 
requirements in Canada, as the rise in 
value of production indicates. Fur- 
ther, wartime conditions have resulted 
in the reduction of exports of boots and 
shoes to certain established peacetime 
markets as well as in larger gains in 
shipments to other markets. 

In conclusion, Mr. Lanceley antici- 
pates that, “depending upon economic 
conditions and wartime industrializa- 
tion in these markets, Canada may 
reasonably expect to regain after the 
war some of the business lost in former 
established markets and also to retain 
a substantial share of the business in 
those countries whose requirements the 
Canadian industry has supplied during 
the war.” 
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| Fen) 
FIT BETTER TO SELL BETTER 

with the better BRANNOCK 
Scientific heel-to-ball, heel-to-toe 
and width measurements ae 
made with The BRANN 
DEVICE. Universally used, in 
majority of American. shoe 


stores,—by Army and Navy shoe 
fitters—and in service. 


Adult Model for men and women 
$15.00 


Junior Model for children $12.50 


—for this list and full details write to. . . 


THE BRANNOCK DEVICE CO, 
SYRACUSE 2, NEW YORK 


_ Successful Showing 
Held in Buffalo 


' Burrato, N. Y.—One of the largest 
and most successful shoe shows ever 
held in this city was shown at Hotel 
Statler, January 21-22. It was a huge 
success for the new organization, The 
Tri-State Travellers, formed last Oc- 
tober. Runways and corridors were 
packed with prospective customers all 
day and evening. 

A dinner was held on Saturday eve- 
ning for members at the Riviera Res- 
taurant. Also present were Joseph Gil- 
lespie, of the local OPA; George Cooke, 
president of the Greater Buffalo Shoe 
Retailers’ Association, and Oliver La- 
Reau, secretary of that organization. 

Mr. Gillespie spoke on the use of 
stamps when orders were placed by re- 
tailers. Several questions came up on 
the subject and were answered by Mr. 
Gillespie. Mr. Cooke also spoke briefly 
on some of the troubles of a retailer 
in regard to ration stamps. 

The show saw brisk buying of many 
shoes of the sport types in the wom- 
en’s lines. The few exhibitors who had 
nurses’ oxfords and sport shoes were 
swamped with orders. All showing 
women’s shoes, however, reported heavy 
buying of loafer-types, play shoes and 
all_ conservative types. White styles 
sold well and combination brown and 
whites were very popular. 

Some exhibitors reported on high as 
two-thirds of their orders in non- 

vationed shoes. These were Summer 


&tyles in white and high colors; a few 
were showing shoes of bacon rind, 
which are also non-rationed. 

Men’s and boys’ shoes were in big 
demand, the call in the former being 
5 to 1 for brown. Sport shoes were 
particularly good sellers. Non-rationed 
boys’ shoes were popular. 


Shoes Shown at 
Children’s Wear Clinic 


Chicago, lil. — Black patent leather 

slippers with one-strap shown at the 

Children’s Wear Clinic held recently in 

The Merchandise Mart, here, under the 
of Katherine Ratto. 


| SAND leu 


NEWSPAPER, ADVERTISIV:. 


1. Sterling Shoe Mat Service | 
A quarterly matrix service of 
written copy, photographs and 
ful art work for direct mail and new 


Slippers were a good selling item 
There was a decided tendency in thes 
lines for higher-priced goods, in rayons, 
velvets and satins, many in bright e- 
ors or novelty patterns. 

‘Due to present conditions in th 
leather market, there is a strong leap 
ing toward non-rationed types. In th 
last two seasons these shoes have bea 
in a more or less experimental stags 
but the soles now being manufactured 
and placed on novelty, casual and play 
type shoes have proved satisfactory. 
While as many rationed shoes as po 
sible will be manufactured in the next 
period, it is expected that many people 
will supplement these with non-rationed 
pairs, Women, especially, will like the 
Summer whites and the high colon 
which can be used as matching acc 
sories for Spring and Summer co 
tumes. 

Introduced at the show were a num 
ber of new products. There was a goo 
exhibit of shoe bows, buckles, etc.; al 
other, of a nationally known polish, and 
a third of novelties to be given out with 
children’s shoes. There was also @ 
exhibit of the new synthetic rubber 

Plans have been made with the hotd 
management of Hotel Statler to hold 
the next shoe show April 8-9. Th 
organization will, of course, live up 
all rulings of the ODT, but since this 
is a more or less local organization, t 
hopes to be allowed to go ahead with 
the show. 

At Saturday night’s dinner, Georg 
Cooke was the officer installing thor 
officers and directors recently elected. 
Another member was added to i 
Board of Directors, Samuel C. Britt 
man, and a sergeant-at-arms, Davil 
Siegler, was appointed. 
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The Editor’s Outlook 


[CONTINUED FROM PAGE 45] 


You, as a merchant, are in no in- 
yentory danger at the moment. You 
are in a position to give the public 
more interesting and diversified mer- 
chandise as time goes on. You have a 
responsibility to sell more shoes than 
you ever did before because that’s the 
only way in which we are going to get 
fuller production through fuller dis- 
tribution. Instead of filling the win- 
dow and the store with a great variety 
of the same sort of thing (the differ- 
ence of pattern being the reason for 
the confusion), you can buy more 


tion per type and thereby transact 
more business than you did before. 
We have learned something in the non- 
rationed shoe experience — that open 
backs and open toes and adjustable 
straps can give you a healthy stock in 
three widths, narrow, medium and 
wide, and thereby satisfy public de- 
mand. Remember that every time a 


corder 


shoe stays on the shelf too long, it pre- 
vents some shoemaker from building 
a new pair and that is the message of 
merchandising for the time when the 
men come back and want to go to 
work in shops and stores everywhere, 
Turnover is the promise of the future. 

It-has been truthfully said that “a 
healthy post-war economy will require 
fewer jobs in manufacturing and more 
and more jobs in service industries, 
including retail and that this is a sign 
of a high standard of living, to be wel- 
comed and planned.” 


Pincus Opens New Offices 


New York—As of March Ist, Jack 
Gordon who, for the past eight years, 
has been Western sales representative 
for the Lester Pincus Shoe Corporation, 
here, will open twin offices in the Secur- 
ity Exchange Building, Chicago. 

The Southwest will be covered by Hy 
Feldman, with offices at 1104 Commerce 
Street, Dallas, and the St. Louis office 
at 1405 Washington Avenue is under 
John Roos. 


types of shoes in a strenger size posi- 


West of the 


- +. the finest of fine—made with intricate skill. Shoes by Allen Edmonds 
with the patented Osteo-path-ik Nailess construction give instant com- 
fort with no breaking-in! Once you wear them—you'll always ask for 
shoes by Allen Edmonds. Shoes shown, SKOS, of wild boarhide with ° 
leather sole. 


ALLEN EDMONDS, Belgium, Wisconsin 


*Faull credit to dealers on any orders that may result. 
“The Shoe of Tomorrow” can play its part in your plans 
for tomorrow. Your correspondence is invited TODAY: 


ALLEN EDMONDS, Belgium, Wisconsin 


“E” (Easter 
Puchsia 
design» on white 
background. 


Colorful SPRING and EASTER window CARDS and PRICE TAGS 


MERCHANTS’ SERVICE DEPT. BOOT and SHOE RECORDER, 209 5. State Street, Chicago 4, Ill. 


Spring Circular showing new display card (8” x 14”) with 
lavender border, yellow tulip, green trim, with six texts to 
select from ready Feb. Ist. Matching ticket J-1 
(108 prices in-stock: size of tag 14;"x2'4") 

Any selection of prices desired, list on request 
6 Doz.—$1.50; 12 Doz.—$2.50 
(Canada, 6 Doz.—$1.70; 12 Doz —$2.80) 

With store name imprinted 
12 Doz.—$4.25; 24 Doz.—$6.75 
(Canada, 12 Doz.—$4.55; 24 Doz.—$7.35) 

Check with order please, unless C.O.D. preferred 


February (5, 1945 


mum As advertised “Esquire” April, 1945 
a f 
| 
ing item : 
in rayons, 
right el- 
s in th 
ong leap 
In the 
lave been See classified phone di- 
al stage rectory “Allen Edmonds” 
1f actured eo B for dealer, or order direct 
and pla Wein tor how, bande 
"The Shoe of Tomorrow,” 
Allen Edmond | 
people 
-rationed 
like the 
h colors 
acces. 
ner cos 
q 
S a good 
lish, and } 
also an 
rubbers. 
he hotel 
to hold 
re up t 
nee this SS 
ition, it 
ad with 
4 
ected. “A-1": White easel, 
to green desien — border, green 
David 
407 


Tools 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
Boot and Shoe Record 
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